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1. Executive Summary

MFG.com applied more than twelve years of experience in sourcing to the US manufacturing
supply base to implement and accomplish the objectives of the Connecting American
Manufacturing (CAM) initiatives. Although a significant increase in the number of approved and
participating suppliers grew to over 100 in the initial months after the first RFQs from DIBBS
(DLA Internet Bid Board System) were ready to be released, the supplier community quickly
became disenchanted with the program. Reasons for the diminishing interest include:

e Immaterial dollar amount of RFQs

e Lack of responsiveness from Defense Logistics Agency buyers

e Over 25% retracted or cancelled quotes

e Elongated award response time

e Insufficient Technical Data Packages (TDPs) and information to produce the part

While MFG.com expended significant effort and resources to engage the US supplier base, the
results of the program left the suppliers who engaged in CAM frustrated and angry. MFG.com
is a for-profit organization that has been working diligently to create a well-established
marketplace for custom manufacturing parts since it was founded in 2000. Unfortunately, the
flaws in the DoD procurement process not only had a negative effect on the supplier base, but
also decreased the revenue and goodwill of the MFG.com marketplace. MFG.com promised
the suppliers the opportunity to participate in the advertised $80 billion spend with the DoD.
However, ultimately, the suppliers were disappointed when they did not see the material
opportunities and were left confused and discouraged with the lack of communication and
inefficiencies.

Phase Il of the program included the establishment of a reverse engineering center to source
sole-sourced items. This type of program should provide the DoD with additional qualified
suppliers for sole-sourced parts at more cost effective pricing. However, the process proved to
be cumbersome and very inefficient. Thirty percent of the parts identified as available for
reverse engineering have not been approved for the process. Further, incumbent suppliers
have a large advantage over new suppliers, making it very difficult for new suppliers to become
an approved supplier for the part.

As demonstrated by the quickly diminishing supplier interest in the program after a negative
experience, suppliers reverted back to commercial work where processes are more defined and
clearly resulting in a successful award of business. Suppliers do not want to waste their time
and resources in a program that is confusing, unresponsive and void of a positive return. Itis
perceived that only the government as a non-profit organization can survive under these
circumstances.
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2. Who is MFG.com?

MFG.com is the world’s largest manufacturing marketplace enabling buyers and suppliers of
custom manufactured parts to interact in an online portal. MFG.com creates a more efficient
sourcing channel through the use of a “many too many” marketplace model. From
collaboration on specifications and designs to awarding and order monitoring, MFG.com allows
the entire sourcing process to take place in one location. MFG.com currently serves over
135,000 buyers and over 190,000 suppliers globally in the sourcing of manufactured products.
Buyers ranging from independent product design firms to global OEMs come to MFG.com
searching for an easy-to-use sourcing tool that can help them quickly and easily find suppliers
that have the expertise, credentials and capacity to meet their sourcing needs.

It is through the MFG.com marketplace that buyers are able to reduce sourcing time and effort
while delivering lower prices through greater competition. MFG.com helps suppliers gain access
to opportunities that closely match their capabilities, which helps them increase sales and
expand into new markets.

The business model for the manufacturing marketplace is subscription based for suppliers who
use the platform to identify potential customers and manufacturing opportunities. Buyers are
able to search for suppliers and post RFQs in the marketplace for free. However, MFG.com
does offer enterprise buyers the opportunity to pay a fee for access to a complete e-sourcing
and supply chain management solution in addition to access to the manufacturing marketplace.
The enterprise platform allows the sourcing of products and management for an entire supply
chain in one web-based portal.

2
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3. Scope of Work for Connecting American Manufacturing
(CAM)

3.a. Phasel

To accomplish the objectives for Phase | of the CAM initiative, MFG.com utilized more than
twelve years of experience of increasing supply chains for large buyers of manufactured items,
increasing responses to solicitation requests for buyers, providing an online purchasing system
that results in lowered supply costs, and decreasing overall procurement timelines. The
objectives as defined below under this program have historically been achieved by MFG.com
for many Fortune 500 organizations. Further, MFG.com partnered with a subcontractor that
brought substantial experience in mass-communication to promote new programs launched in
the federal market. The subcontractor’s personnel drew upon directly applicable experience in
the manufacturing industry, governmental research and development projects. The specific
objectives of the CAM program in Phase | were to define, design and deploy a capability to
accomplish the following:

e Develop and pilot tools and practices causing a great number of U.S. companies to bid
on DoD business;

e Improve the capability of U.S. suppliers to participate and thrive in a digital enterprise;

e Develop advanced capabilities for identifying suppliers (“sourcing”) and matching
capability and capacity to needs; and

e Become self-sustaining, with potential to scale-up beyond DoD markets and significantly
expand national and global access to (and demand for) U.S. manufacturing capacity.

3.b. Phaselll

Given MFG.com’s deep sourcing manufacturing experience in providing the world’s largest
manufacturing marketplace combined with the only e-sourcing platform designed specifically
for sourcing within the manufacturing space, MFG.com was readily able to develop a process to
establish a reverse engineering center to source sole-sourced items. The primary objectives of
Phase Il included:

+ Develop an effective process for ESA (Engineering Support Activity) representatives to
partner with DLA representatives to reduce cost and create technical data packages for
sole-sourced items

e Develop a more efficient method for suppliers to review sole-sourced parts to
determine their ability to manufacture

e Determine if a supplier should pursue the creation of the Source Approval Request
package through the DLA

3
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4. Key Initiatives
4.a. Phasel

Simplification of the DIBBS (DLA Internet Bid Board System) Sourcing Process

MFG.com began by seeking to understand the current government sourcing process through
the DoD sourcing platform, DIBBS. Sourcing through DIBBS proved to be a confusing and
extremely time consuming process for suppliers. MFG.com hired an experienced DIBBS
consultant, Lee Bosma, for about 90 days, to collaborate with senior leadership within
MFG.com, to understand and simplify the DIBBS sourcing process and to push DIBBS RFQs into
the MFG.com marketplace.

One of MFG.com’s initial observations included an awareness of inefficiencies of the DIBBS
search features utilized to locate a desired RFQ. The DIBBS RFQs are classified by FSC (Federal
Supply Codes) which identifies a part by type such as “Aircraft Parts” or “Door Frames, Metal.”
Although this may seem intuitive, a supplier has certain capabilities to make a part and in order
for the supplier to understand whether his capabilities match the required capabilities to make
a DIBBS part, the supplier has to open and review the solicitation in detail. At a high level,
MFG.com was able to review the solicitation and determine the capability category on behalf of
the supplier and place the part in the correct category prior to placing the part in the MFG.com
marketplace.

Further, MFG.com created a standard template for the suppliers to input their quote
information. It contained extracted information from the original solicitation, but displayed the
relevant data in a more user friendly format. This simplification step saved the suppliers
significant time and resources. The consultant that MFG.com utilized to assist with the DIBBS
simplification process was a former supplier to the government and had previously managed
the DIBBS sourcing process for his prior company. He indicated that historically a response to a
solicitation including the time it took to find a solicitation with your company’s matched
capabilities and completing the required paperwork averaged about 4 hours. The simplification
process that MFG.com completed for the suppliers reduced that average time frame by more
than half to about 1.5 hours.

In addition, all DIBBS solicitation drawings were required to be downloaded in a c4 format, or
compressed and locked file, which was then converted to a PDF or a file format that provides
an electronic image of text or text and graphics that looks like a printed document and can be
viewed, printed, and electronically transmitted. A mass converter is required to convert
multiple files at once. Most suppliers do not have a c4 mass converter. To help with this
conflict, MFG.com purchased the c4 mass converter software to make it available to the
suppliers.

Also, a single RFQ DIBBS solicitation contains many references to Mil-Specs (Military Standard
Specifications). However, the referenced Mil-Specs are not included in the solicitation, leaving

4
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the supplier to hunt for the referenced documents on their own. As part of the simplification
process and ease of use for the supplier, MFG.com located and attached the pertinent Mil-
Specs to RFQs available in the MFG.com marketplace. Further, MFG.com found that some of
the Mil-Specs referenced in DIBBS solicitations were not applicable to that particular
solicitation. In addition, once a supplier locates a referenced Mil-Spec often the document is
very voluminous, confusing and virtually impossible to interpret and respond to appropriately.
For example, most solicitations contain very specific packaging requirements and often
reference a Mil-Spec. Appendix F2 contains a link to MIL-STD2073-1D which is a 212 page
packaging Mil-Spec. MFG.com provided a Packaging Mil-Spec summary that simplified the 212
page Mil-Spec and directed the suppliers to specific pertinent locations within the packaging
Mil-Spec (refer to Appendix F1).

Full Court Press to Increase Approved Supplier Base

After simplifying the DIBBS RFQ process, the race was on to motivate suppliers to become an
approved government supplier and become actively involved in the program.

First, MFG.com determined there was a series of steps included in becoming an approved
supplier. MFG.com performed these steps and found it took about 2 hours to complete the
steps and submit the required paperwork. MFG.com simplified this process for the suppliers
and prepared a summary of the process including the links to pertinent information and data.
This simplification process by MFG.com reduced the 2 hour process to about 45 minutes (refer
to Appendix D2).

Next, MFG.com put forth a well-developed marketing plan focused on educating the large
MFG.com supply base on the benefits of becoming a supplier for the DoD as well as bringing in
new supplier members into the program. Below is a list of the various marketing efforts and
campaigns hosted by MFG.com:

5
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Table 1 List of Various Marketing Efforts and Campaigns

Program Date Reach

Articles & Radio
Interview on WTOP Radio, Washington, DC 9/30/2012 | 1.5 Million Unique Listeners/Week
Interview on Federal News Radio, 10/9/2012 | 3.2 Million Pageviews/Month
Washington, DC
Byline Article, Manufacturing.net 11/14/2012 | 377,000 Pageviews/Month
Interview on WDTW Radio, Detroit 11/19/2012 | 295,000 Listeners/Month
Interview on WILA TV, Washington, DC 12/2/2012 | 5,006,850 Broadcast Population
Interview on WOWO Radio, Indianapolis 12/20/2012 | 85,000 Listeners (5+ min for 7:35am slot)
Email & Direct Mail Campaigns
CAM Announcement Email Campaigns

MFG.com Paid Suppliers 8/2/2013 | 873 Paid Suppliers

MFG.com Buyers 8/15/2012 | 12,786 U.S. Buyers

MFG.com Prospect Suppliers 9/6/2012 | 30,987 Prospect Suppliers

MFG.com Government Buyers 9/6/2012 | 311 Buyers with .mil & .gov Emails
HUBZone (Historically Underutilized Business
Zones) Email Campaigns

MFG.com Prospect Suppliers 9/18/2012 | 19,529 Prospect Suppliers

MFG.com Paid Suppliers 9/18/2012 | 784 Paid Suppliers
Small Business Email Campaigns

MFG.com Prospect & Paid Suppliers 10/3/2012 | 19,638 Prosp. Supp. & 784 Paid Supp.
Direct Mail Campaign 11/13/2012 | 37,848 Suppliers
Press Releases
CAM Press Release 8/2/2012 | 457,604 Unique Vis./Month; 3,310 Views
Other
Visibility at Analyst Firm: Spend Matters 8/3/2012 | 70,000 Unique Vis./Month

The marketing efforts made by MFG.com to bring visibility to the CAM program began to pay
off as the number of interested suppliers increased (refer to Appendix E1 for Monthly CAM
Metrics Report — Oct 2012). Initially, to kick off the MFG.com and DoD contract for the CAM
program, a press release (refer to Appendix C) was released on Businesswire in August 2012 to
make the announcement. This press release generated the highest increase in MFG.com
supplier registrations during the entire program, with 125 registrations the day the press
release was distributed. Further, the direct mail campaign (refer to Appendix B3) was mailed to
37,848 suppliers and created a significant spike in the number of supplier registrations, with 70
total MFG.com supplier registrations the day of the mailer.

6
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In addition to the five interviews on various TV and radio stations, MFG.com secured an article
with Manufacturing.net called “Transforming the Relationship between Manufacturers and the
DoD”, which received 755 pageviews. Further, the HUBZone email campaign was sent to 784 of
the MFG.com paying suppliers and produced very positive results, with a 20.7% open rate and
3.7% click through rate.

Additionally, MFG.com created multiple pieces of content marketing used at tradeshows,
prospect visits, events, emails campaigns and on landing pages to educate suppliers about the
CAM program. The CAM Fact Sheet (refer to Appendix D1) and Supplier Resource Guide (refer
to Appendix D2) were also created to provide insight and clarity for suppliers looking to conduct
business with the DoD.

Further, MFG.com hosted two events focused on bringing awareness to the local supply base
and urging suppliers to engage in the program. The following highlights the two events:

e July 2012 — Manufacturing Connect, Atlanta, GA

0 MFG.com hosted a Manufacturing Connect Event in Atlanta so that suppliers
from all over the state of Georgia could hear from some of the industry’s leading
thinkers about manufacturing trends and how to do business with the DoD.

0 DoD’s CAM Project Engineer, Andrea Helbach, introduced the CAM program to
the suppliers and explained how the program would help reduce existing
barriers in doing business with the DoD.

e November 2012 — National Tooling and Machining Association (NTMA) Sourcing Fair,
Nashville, TN

0 NTMA is one of the nation’s leading trade associations for small- to medium-
sized manufacturers. NTMA helps their 2,000 members of the US precision
custom manufacturing industry achieve profitable growth and business success
in a global economy through advocacy, advice, education, networking,
information, programs and services.

0 MFG.com’s Program Manager and the DoD’s CAM Project Engineer, Andrea
Helbach, presented the CAM program at the annual NTMA conference.

0 This conference was attended by several hundred machine shop owners. The
purpose of this presentation was to drive enrollment in the CAM program.

Further, a case study was created on Ottinger Machine Company to celebrate and bring light to
the first MFG.com manufacturer to be awarded DoD business (refer to Appendix D3). Jeffrey
Ottinger, Ottinger Machine Company Owner, said, “Although the tough economy prompted us
to start exploring new avenues for business opportunities, we didn’t consider pursuing
government work until we learned about the CAM program and MFG.com’s support.” Ottinger
continues, “Once you understand the process, bidding on DoD opportunities is easy. But you
have to do your homework. DoD solicitations often close quickly, so you have to move quickly.
MFG.com makes it seamless.”

7
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Given all of these efforts, approved government suppliers in the MFG.com marketplace
increased rapidly to 45 by September of 2012 at the onset of the program when MFG.com was
ready to release the initial DIBBS RFQs. Suppliers continued to become approved government
suppliers through the early months of the program, ramping up to a total of 130 by December
of 2012 and then increasing slightly more to 135 by the end of February 2013. The leveling off
in the additional number of approved suppliers was due to a number of factors as discussed
below.

Unable to Find DoD and DIBBS Material Spend

After simplifying the DIBBS sourcing process for suppliers and new supplier registrations as well
as expending significant marketing efforts to educate and reach potential suppliers, MFG.com
initiated efforts to pull active solicitations from DIBBS and place them on the simplified
MFG.com platform. One of the key metrics delivered to MFG.com that drove the team’s
participation in the CAM program was the estimated $80B the DoD spends per year on spare
parts. MFG.com saw the CAM program as an excellent opportunity to connect the MFG.com
supply base to this attractive volume of spend. However, day after day and week after week,
dedicated resources at MFG.com became disenchanted and were unable to find an appropriate
spend for the suppliers. Billions of dollars sourced through DoD were flaunted during the
solicitation process of the CAM program, however, on average only a few thousand dollars per
RFQ were found. The chart below outlines that 78% of the RFQs sourced and awarded during
the program had an RFQ value of $5,000 or less. Awards with a value of $5,000 to $100,000
were 12% of total RFQs sourced. Dedicated MFG.com resources would spend hours searching
the DIBBS platform for RFQs that would resonate with new suppliers and found themselves
rejoicing when they found an RFQ over $5,000. On rare occasions (1% of MFG.com solicited
RFQs during the program), a RFQ over $100,000 was found in the DIBBS system by MFG.com
resources. Obviously, a new supplier needs to feel that doing business with the DoD will reap
positive margins and rewards in the future. If the supplier believes that only a few thousand
dollars per RFQ will be awarded, the supplier will likely stop seeking government opportunities
and continue with other more profitable commercial opportunities. The following shows a
chart (Figure 1) of DoD RFQ award values during the program:

8
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1%

Award Value Range

m $1-$5,000
B $5,001-5100,000
m $100,001+

78%

Figure 1 DoD RFQ Award Values

In addition to the marketing campaigns listed above, MFG.com initiated and hosted the
following governmental meetings and CAM events in an effort to increase awareness and
support of the program, solicit assistance from certain governmental agencies to aid in finding
the large spend promised from DIBBS and to gain support of MFG.com’s efforts to integrate
with DIBBS:

e July 2012 — DLA Small Business Meeting, Columbus, OH

0 MFG.com’s Senior Vice President and Program Lead as well as the DoD CAM
Project Engineer (Andrea Helbach) supported a meeting with the Columbus DLA
Small Business and Acquisition leadership team.

0 The purpose of this meeting was to educate the Columbus team on the CAM
program as well as to work towards securing parts that MFG.com could place on
the MFG.com marketplace. MFG.com was also using this meeting as a way to
secure more contacts that could help MFG.com with DIBBS integration.

O Findings/outcome: As a result of this meeting MFG.com learned about the TKO
trainings provided by the DLA in Columbus which were attended by MFG.com.
The DLA in Columbus also introduced us to the Sourcing and Reliability team in
Richmond, VA which eventually led to the reverse engineering project.

e July 2012 — DLA Small Business Meeting, Ft. Belvoir, VA

9
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MFG.com’s Senior Vice President, Program Lead and Marketing Lead as well as
the DoD’s CAM Program Manager (Brench Boden) supported a meeting with the
DLA’s Director of Small Business Programs (Amy Sajda).

The purpose of this meeting was to educate Ms. Sajda and her team on the CAM
program as well as to work towards securing parts that MFG.com could place on
the MFG.com marketplace.

Findings/outcome: As a result of this meeting Ms. Sajda was able to coordinate
the J3/17 meeting that took place in October 2012.

July 2012 — U.S. Army Aviation & Missile Command Meeting, Huntsville, AL

MFG.com’s Program Manager as well as Dr. Kenneth Sullivan of the University of
Alabama in Huntsville (government contractor for CAM program) met with the
U.S. Army Aviation and Missile command Small Business team.

The purpose of this meeting was to educate them on the CAM program as well
as to work towards securing additional parts to place on the MFG.com
marketplace.

Findings/outcome: There was not further communications or follow up from
either of the two meetings the team assembled at the Aviation and Missile
Command Center. The team’s hope was to secure parts to work on helping to
source but at no point did the team receive any parts lists to assist with.

July 2012 — Georgia Procurement Technical Assistance Center (PTAC), Atlanta, GA

0 MFG.com’s Program Manager met with the Georgia PTAC's Leadership Team.
0 The purpose of this meeting was to educate the Georgia PTAC Leadership Team

on not only the CAM program but also to determine if PTAC could provide
assistance with DIBBS integration and identification of parts that MFG.com could
add to the MFG.com marketplace.

Findings/outcome: The Georgia PTAC was very helpful in providing direction to
the MFG.com. They provided MFG.com with all of the contact information the
team needed within the DIBBS team to satisfy many of the technical issues the
team was experiencing.

August 2012 — TKO Training, Columbus, OH

0 MFG.com sent a member of their technology team to TKO training in Columbus

in an effort to learn more about the government procurement process and to
help validate that the team’s process for distributing RFQs via the MFG.com
marketplace was accurate and within government guidelines.

Finding/outcome: While these training sessions are intended for potential DoD
suppliers the team found this training to be very helpful as the team got a solid
understanding of the DoD procurement process and what award decisions are
based on.

September 2012 — TRIAD Meeting, Washington, DC

0 MFG.com’s CAM Program Manager attended the annual National Defense

Industrial Association (NDIA) TRIAD meeting in an effort to meet with the various
branch level DoD leadership members.
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0 Finding/Outcome: Attending this meeting helped the team secure a meeting
with both the department of Commerce Small Business Leadership Team as well
as the U.S Air Force Small Business Leadership Team.

October 2012 — U.S. Department of Commerce, Minority Business Development,
Washington, DC

0 MFG.com’s CAM Program Manager met with the U.S Department of Commerce
Minority Business Development Team in order to educate them on the CAM
program and to work towards a way in which the MFG.com marketplace could
be used as a vehicle to help minority businesses secure work with the DoD.

0 Finding/Outcome: The team was asked to contact the Atlanta Minority Business
Development Agency which was involved in the advanced manufacturing sector.
After several outreach efforts on the team’s part and a cancelled meeting by the
MBDA there were no results from the team’s efforts.

October 2012 - J3/J7 Meeting DLA, Fort Belvoir, VA

0 MFG.com’s Senior Vice President, DoD CAM Program Manager, Brench Boden,
and MFG.com’s Marketing Program Manager met with the DLA’s J3 and J7. This
meeting came about as part of the previous meeting with the DLA’s Director of
Small Business Programs.

0 This meeting was used as a platform for the DoD’s CAM Leadership Team to
educate the J3 and J7 on the program and to express the team’s initial findings
with the program. It was also used as a way to escalate the team’s concerns
regarding the lack of support with the DIBBS integration effort and the lack of
available parts for the MFG.com suppliers to bid on.

0 Finding/Outcome: While this meeting did not provide any further assistance in
helping MFG.com secure parts for the CAM project, the team was successful in
having all of the team’s issues associated with the DIBBS integration solved. The
team found the level of assistance and support from the DIBBS help desk to
significantly improve after this meeting.

October 2012 — U.S. Air Force Office of Small Business, Washington, DC (Pentagon)

0 MFG.com’s Senior Vice President and Program Manager as well as the CAM
Leadership attended a meeting with the Office of the Director of Small Business
Programs for the U.S Air Force. This meeting came about as part of the team’s
attendance at the TRIAD meeting.

0 The purpose of this meeting was to educate the U.S. Air Force on the benefits of
the CAM program and to work towards getting help from the Air Force in
securing more parts for the CAM program and the MFG.com marketplace.

0 Finding/Outcome: While the U.S. Air Force Office of Small Business was very
receptive to working with MFG.com and mentioned ideas for where they could
get MFG.com’s help the team did not get any follow up from them or assistance.

October 2012 — Sourcing & Reliability Meeting, Richmond DLA, Richmond, VA

0 MFG.com’s Senior Vice President and Program Manager attended a meeting at
the Richmond DLA. This two-part meeting was the first with the Sourcing and
Reliability team who manage the sole-sourced parts program.
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The purpose of this part of the meeting was to educate the Sourcing and
Reliability Team on the CAM Program and to see what MFG.com could do to
secure these historically sole-sourced items for the MFG.com marketplace. It
was this meeting that created the idea for the reverse engineering portion of
CAM Phase Il. The team also met with the Richmond DLA Leadership Team. The
DoD’s Director of Small Business helped us secure this meeting in which the
team educated the DLA’s acquisition team on the CAM program and walked
them through how MFG.com was approaching the CAM program.
Finding/Outcome: The Sourcing and Reliability Team was interested in getting
MFG.com’s assistance with their sole-sourced parts list. From the team’s
perspective, the parts that the Sourcing and Reliability Team needed help with
were ideal for the CAM project and for the MFG.com marketplace. While the
Sourcing and Reliability Team were interested in working with MFG.com they
struggled to get any helps from both the ESA’s as well as the Depots that would
need to be part of the process.

e October 2012 — Additional TKO Training, Columbus, OH

(0}

MFG.com sent a member of their technical team to the TKO training in
Columbus. The purpose of attending was for the MFG.com team to continue to
get further education on government procurement practices but to also have
qguestions answered about MFG.com’s interpretation of government
procurement and to make sure that the CAM program was shortening the
procurement process without skipping any mandatory and critical steps.
Finding/Outcome: Based on the success from the first TKO training the team
decided to send a member of the technical team to this training. This employee
showed up with an extensive list of questions he had based on his first several
months of interaction with the DoD. He walked away from this training with
answers to all of his questions and provided feedback that these training were
an exceptional educational opportunity.

e December 2012 — GA PTAC, Atlanta, GA

(0]

(0]

MFG.com’s Program Manager met with the GA PTAC leadership to discuss any
additional sources for uncovering parts and opportunities for the DoD
Marketplace.

After struggling to find quality opportunities on DIBBS the team turned to the GA
PTAC to help us try and uncover different sites and locations where additional
opportunities may reside.

Finding/Outcome: The primary finding from this meeting is that all of the
potential sources for DoD parts had already been identified by MFG.com. As
much as the team had wanted to discover other locations, the GA PTAC
confirmed the team had turned over every rock in search of potential parts to
help the DoD Source.
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Efforts to Integrate with DIBBS and Ultimate Abandonment of this Effort

Recommendations from governmental agencies as noted in the meetings outlined above as
well as support from the program office urged MFG.com to integrate with the DoD sourcing
platform DIBBS. All indications led MFG.com to believe that this effort would provide a rapid
connection with the DoD governmental sourcing platform. Designated MFG.com resources
hunted and researched solicitation opportunities within the DIBBS system. A full-time
MFG.com resource working 8 hours per day could find and input about 2-3 solicitation
opportunities per day. MFG.com believed the successful integration with DIBBS would increase
that statistic by 3 or 4 times.

However, MFG.com encountered many roadblocks and finally gave up the effort after several
months of no forward movement technically as well as unrelated difficulties within the DLA and
significantly lower spend opportunities as previously discussed for the suppliers. The following
outlines the roadblocks faced during this effort:

Failed Technical Integration Efforts

MFG.com made a significant financial and human capital effort to integrate MFG.com with
DIBBS. MFG.com hired an outside consultant, Chris Powell, to assist with the DIBBS integration
as MFG.com was unable to obtain assistance from the DIBBS technology team. Mr. Powell had
prior technical history and experience in successfully integrating with the DIBBS system.

Numerous phone calls to various DIBBS technical team members proved unsuccessful in
soliciting help and assistance with the integration. Either the contact did not return the phone
call or upon a return call it was determined the contact did not have the right expertise to assist
with the initiative.

Unable to Locate Appropriate Spend Level, Leading to Supplier Abandonment

MFG.com was well into the DIBBS integration efforts when it was determined that DIBBS
offered very little spend that appealed to the MFG.com supply base. The feedback from the
MFG.com supply base was that in most cases, the value of the opportunities available on DIBBS
was greater than the supplier’s costs to even quote the parts.

Chart 1 further supports this notion, as an overwhelming majority, or 78% of the opportunities
available in DIBBS were valued under $5,000 and only 1% was greater than $100,000. As noted
previously, MFG.com struggled to see how the DoD has opportunities for suppliers that come
even remotely close to the advertised annual spend of S80B.
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DIBBS and DLA Missteps Diminish Supplier Interest

DIBBS System Outage Concerns

During the initial ramp up of new supplier approvals in September and October of 2012, the
DIBBS system experienced multiple daily outages for extended periods of time, often two and
three hours per day, that proved to be frustrating to the approved suppliers. Although the
MFG.com system was never down for the approved suppliers participating in the program, the
MFG.com team was unable to research and pull solicitations from the DIBBS system during
outages.

Chart 2 below demonstrates the negative effect on the number of RFQs available for quote as
well as the number of quotes and unique suppliers quoting during the outage periods. The
number of RFQs available for quotation decreased from 217 in August 2012 to 146 in
September 2012 and down further to 111 in October 2012. Chart 2 further demonstrates the
recovery of the DIBBS system in November 2012 when the number of RFQs available increased
to 143.

Likewise, the number of quotes decreased during the DIBBS system outages goes from 79 in
August 2012 to 25 and 26 in September 2012 and October 2012, respectively. Further, the
unique suppliers quoting during those time frames decreased from 17 in August 2012 to 7 in
October 2012. As illustrated by the negative statistics (Figure 2), approved suppliers began to
lose confidence in their ability to successfully win business with the DoD and began to opt out
of the program. The DIBBS system outages further encouraged MFG.com to abandon
integration efforts.
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Figure 2 DoD RFQ Trends

Mid-October 2012 until November 2012, the DIBBS System incurred significant downtime.
During this downtime, Mfg.com personnel would get logged off the system every 10 to 15
minutes, which resulting in the inability to search for RFQs or download relevant drawings and
documents.

Threat of Sequestration

The threat of sequestration and furloughs during December 2012 further served to discourage
supplier interest in the program. As noted in Chart 2 above, RFQs available for quote
plummeted from 143 in November 2012 to 10 in December 2012. Due to sequestration
discussions, DLA representatives posted very little solicitations during the period; thus, further
decreasing supplier confidence and activity. As noted in Chart 2, the number of quotes reduced
to 10 in December 2012 and the number of active suppliers quoting reduced to 4. Further,
Chart 2 depicts the fact that although the number of RFQs available for quoting began to
recover in January and February of 2013, supplier confidence in the program never recovered.
The additional points below outline further reasons why the suppliers abandoned the program.
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Retracted Quotes

Suppliers became further discouraged with the program as high percentages of RFQs released
were retracted or cancelled by the government. Suppliers witnessed a 25.8% cancellation or
retraction rate of the RFQs sourced through the MFG.com marketplace. Conversely,
commercial RFQs typically have less than a 10% retraction rate.

To further discourage the supplier, an inquiry to a DLA buyer regarding the retraction was often
not answered. This topic is discussed in the next point below. In addition, retractions were
made at various stages during the quoting process. Often, an RFQ was cancelled after a
supplier had already submitted their quote or the RFQ would be removed while a supplier was
in the process of preparing their quote for submission. On average, each RFQ required one to
five hours to complete and U.S. suppliers viewed these retractions as a substantial waste of
resources and time.

Lack of DLA and Buyer Feedback

Month after month, MFG.com demonstrated the fact that the DoD quoting platform is easy to
learn by utilizing the simplified process in the MFG.com marketplace. This is demonstrated in
the overwhelming majority of suppliers placing multiple bids promptly after becoming a
registered member of the CAM program, as illustrated in Chart 2 above. However, despite the
efforts MFG.com made to make the system more user friendly, those efforts cannot make up
for the lack of effective communication. When participating suppliers made inquiries to DLA
buyers, they repeatedly experienced unreasonable delay or no response at all.

Further, suppliers experienced an extremely lengthy award timeline which served to further
hinder their ability to successfully conduct business with the DoD. When a supplier has interest
in becoming a DoD supplier, gains momentum, begins quoting on DoD projects, but then the
number of RFQs are either retracted or significantly decreased, time and time again, suppliers
feel their time has been wasted and they could have put effort towards a RFQ that would
actually reap an award. This trend is prevalent in Chart 2 above as a significant amount of both
guotes and unique suppliers abandoned the program. Additionally, Table 2 below
demonstrates the extremes between commercial sourcing and DoD/DIBBS sourcing.
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Table 2: DoD & Commercial RFQ Comparison

Item DoD/DIBBS Commercial
Average Length of Documents 40+ Pages 2-3 Pages
3D Model Provided Rarely In Most Cases
Consistent Placement of Key Data No Yes
Requisition Easily Understood No Yes
All Necessary Info in a Single Packet No Yes
Average Time to Assemble & Read RFQ 2.25 Hrs. 10 Min.
Percentage of RFQs Awarded 74% 95%
Average Time RFQ is Open 90 Days 14 Days
Average Value <$5,000 $1,000-$1.5M
Buyer Access and Feedback No Yes

The size range for commercial opportunities can vary greatly. Smaller opportunities are often
one-two thousand dollars and larger opportunities can go well into the millions.

Without the full support of the DLA, MFG.com is unable to overcome these hurdles. The
MFG.com team worked hard to overcome the DoD challenges so that the suppliers would have
a positive experience. Unfortunately, little cooperation from the DLA meant that the suppliers
were exposed to many challenges that created a negative experience for them. As supplier
guestions and issues arose, MFG.com continuously reached out to DLA representatives with a
mix of phone calls and emails to ask questions on behalf of the suppliers. After making over 50
attempts to reach members of the DLA regarding retracted quotes, the MFG.com team
received only two returned calls or responses. The remaining inquiries were unanswered.

Further, during the course of the program, less than 10% of all inquiries to the DLA from the
MFG.com team received responses within five business days. Despite the MFG.com customer
service team'’s efforts to act as the liaison between the DLA and the suppliers, our efforts were
ultimately ineffective because the DLA was so unresponsive. The DLA often took three to four
days to respond to questions if they got back at all. Sometimes it would take the DLA so long to
respond that the RFQ solicitation already expired.

As stated, the lack of response from the DLA frustrated the suppliers. Often the supplier had
guestions about an RFQ specification but was unable to place their quote until those questions
were answered. As a result of these challenges, many new suppliers completely backed out of
the program and MFG.com. Overall during the program, MFG.com only made one award to a
supplier. This very low rate of awards is the direct result of the inefficiencies the suppliers
encountered during the process. Ultimately, suppliers lost the desire to spend additional
resources and time quoting on work that was perceived as unattainable.

Duplicate Parts Posted
There were over 15 instances of the same part and quantity open for quoting through different
solicitations simultaneously. This caused further supplier confusion and distrust in the open
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bidding process because it could not be determined if these were extra parts needed or
duplicative error. Combined with a lack of communication from the government buyers,
duplicate parts open for quoting increased the level of skepticism that the commercial supply
base (Fortune 1000 Manufacturing Companies) had regarding the open RFQs. Also, the
frequent retraction of quotes magnified this issue and left suppliers feeling there was not a true
need for the part or if there was, it could not be defined by the sourcing contact for the
government. Overall, posting multiple solicitations of the same part erodes the confidence
level that suppliers have with an organization.

Lack of Award Feedback

During the tenure of the program, numerous contracts were not awarded for a significant
period of time after the solicitation close date. Moreover, many solicitations were cancelled or
retracted long after their close date. As of November 2013, there are still 12 un-awarded active
government solicitations that are significantly past their close date. In fact, half of un-awarded
RFQs are over 90 days past their close date.

In the commercial space, 95% of all solicitations lead to an award. In addition, these contracts
are generally awarded within five business days of the solicitation close date. To wait more
than three months for information on a contract award without any follow up communication
is unacceptable to the supplier community. However, the issue of lengthy award timelines can
be overcome through ongoing communication between the DLA and the supplier base. As
noted previously, many suppliers that signed up under the CAM program lost interest in the
process and reverted back to the more reliable commercial space.

Insufficient and Inconsistent Technical Data Packages (TDPs)

During the process, the team discovered sporadic and inconsistent technical data packages
(TDPs) associated with the projects being sourced on DIBBS. Over 90% of the TDPs did not
contain 3D computer aided design (CAD) data. 3D CAD data significantly reduces ambiguity,
virtually eliminates errors and accelerates the process of generating the computer numerical
control (CNC) code used to drive the machine tools. The 3D CAD file is imported into computer
aided manufacturing (CAM) software and the CNC code is generated with just a few inputs and
decisions by the CAM user. Creating the 3D CAD model manually is laborious and prone to
error. The absence of 3D CAD models may cause many suppliers to not submit a bid due to the
ambiguity and risk. In the commercial sector, it is common practice that a project being
sourced contains a 3D model and a detailed 2D drawing. A small but growing percentage of
companies are providing 3D models with part manufacturing information (PMI) embedded as
metadata. Further, quoting based on a 3D CAD is a very fluent process whereas quoting from
2D CAD or legacy non-CAD data is time consuming.

Ambiguous technical data is one contributing factor to only 21% of the DoD RFQs sourced
through this program receiving competitive bids. As a reference, 93% of RFQs receive
competitive bids for commercial customers using the MFG.com marketplace. The disparity
between the percentages of DoD RFQs receiving bids as compared to commercial RFQs
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receiving bids highlights the importance of high quality technical data. As a result, enticing new
suppliers to submit competitive bids to DoD RFQs is more challenging than commercial RFQs.

Additionally, the lack of control data and more importantly 3D CAD creates hurdles for
advanced suppliers to participate in government work. As supported in an American Machinist
article, “3D CAD has Become a ‘Must Have’” (refer to Appendix F3); 3D CAD has become a
mainstream requirement for efficient manufacturing. Unfortunately, over 90% of the RFQs
from the DoD lacked 3D CAD data. Because of this, suppliers are discouraged from quoting
because so much additional time is involved to review the parts without this data.

Biased Awarding System to Supplier Incumbent

The DLA uses a combination of “best price” along with an ABVS (Automated Best Value System)
score in the evaluation of a vendor’s offer. The ABVS is separated among several different
categories and these breakdowns are further delineated between quality and delivery.
Although the government indicates that a new vendor with no previous history in sourcing with
the government will neither benefit nor harm the supplier, a new supplier without any previous
history is not able to compare under the ABVS system. The scoring system of the ABVS leads a
government buyer to remain with a more established government supplier rather than a new
one which reduces competitive pricing and additional vendor options.

An additional point of contention with suppliers is the contesting of the ABVS score. An
established approved supplier that receives a negative penalty under the ABVS score will not be
affected as much as a supplier whose first award receives a penalty. As such, a bias is formed
against newer suppliers’ small mistakes. A prime example to demonstrate this disparity is a late
delivery by a new supplier. New suppliers are typically very confused by required packaging
specifications for government sourced parts. It is possible that a product could be created on
time and ready for delivery but the complex DoD packaging specifications could push a product
over the delivery deadline leading to a massive penalty on a score for a product that is well
made and delivered at a lower cost than the incumbent. This negative score adds an extremely
subjective variable to an already confusing system bringing additional frustration to suppliers
trying to establish themselves as a competent supplier with the DLA.
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4. Results of the Program
4.b. Phase |

Table 3: Program by the Numbers

RFQs Placed into the Marketplace

Total | 844
Quotes Received By RFQ
Total Quotes
Total RFQs Quoted by MFG.com 171 | Submitted 189
% Total RFQs Quoted 20.26%
RFQ Status

RFQs Completed 844 | % Complete 100.00%
Total Awarded 611 | % Awarded 72.39%
Total Awarded to MFG.com

Suppliers 2 | % to MFG.com 0.24%
Total Never Awarded 13 | % Never Awarded 1.54%
Total Cancelled/Retracted 218 | % Total Cancelled 25.83%
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5. Key Initiatives
5.a. Phase ll

Identification of Sole-Sourced Parts for Reverse Engineering

MFG.com was very encouraged upon visiting the sole-sourced room of parts available for
reverse engineering. The room was full of parts that would resonate well with suppliers in the
MFG.com marketplace as well as potentially bring a substantial return to the government in
reduced pricing for these parts. MFG.com identified 16 parts from the sole-sourced room for
the reverse engineering process.

MFG.com learned the process for new suppliers interested in participating in the reverse
engineering process. The DLA has a designated area on their website under “Replenishment
Parts Purchase and Borrow Program” which outlines the steps necessary for a new supplier to
participate in the program. The website contains a link to all parts on the sole-sourced part list
available for reverse engineering. The instructions indicate that a supplier would identify parts
on the list and then visit the sole-sourced site where the parts were displayed and check them
out for the process. While the online process is quite cumbersome, the supplier should be able
to maneuver through the steps. The URL to the site is as follows:
http://www.aviation.dla.mil/UserWeb/AviationEngineering/Engineering/valueengineering/RPP
OB.htm

Process for Receiving Approval for Parts is Broken

While the requisition process appears to be straightforward, the approval process to begin the
reverse engineering process is inefficient and confusing. An ESA representative must approve
all parts before a reverse engineering process is initiated by the supplier. Thus, although parts
are included in the sole-sourced room and/or on the website listed above labeled as available
for reverse engineering, an additional step must be completed with an ESA representative
granting approval to begin the process.

Of the 16 parts that MFG.com requested for the process, only five parts or 30% were approved
to initiate the reverse engineering process. Six of the 16 parts were rejected by the ESA and five
remain open and unapproved after 45 days from the initial approval request. It seems intuitive
that the ESA would grant approval of a part to be reverse engineered prior to placing the part
on the online available list or in the sole-source room available for the process, but that didn’t
prove to be the case. If the percent approval that MFG.com encountered is representative of
the whole, then only 30% of all the parts included on the list available for the reverse
engineering process were valid.

This additional approval process by the ESA representatives is unnecessary and causes
confusion, wasted time and resources for the supplier who believes they can be successful in
providing the part at a more competitive price.
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Further, MFG.com later determined that a process exists for a supplier to request an expedited
process for a part to be reverse engineered without ESA approval. However, as MFG.com
attempted to follow this process during the program, several parts selected to go through this
process were rerouted for ESA approval and subsequently all of these parts were rejected.

Parts Without 2D Prints Should be Removed from Sole-Source Review

After MFG.com requested a part that was subsequently rejected by ESA representatives,
MFG.com engaged the ESAs in a discussion of the identified rejected part. MFG.com was
informed that the part in question did not include a supporting print thus the vendor would
need to cover the cost for a full quality certification on the part. This process includes a full
assembly test which was estimated to be greater than $100,000. Given this fact, it appears
counter-productive to have a part available for reverse engineering given the lack of technical
data required to validate the part and the cost required to support the required print. MFG.com
believes this issue is a direct result of the lack of communication between the DLA and ESA
teams.

If a part does not have the required technical data, the teams should not include these parts in
the sole-source review. Suppliers who have identified a part for the reverse engineering
process and are subsequently rejected to produce the part because there is insufficient
technical data became discouraged trying to understand this seemingly real opportunity that
really never was a possibility. A supplier likely would not continue to invest their time and
resources to compete in a process that proves so difficult to get to the starting line.

Lack of Cooperative Participation between the DLA and ESA

After receiving approval to reverse engineer five parts, MFG.com became aware of misaligned
goals and accountability amongst the DLA and ESAs. The lack of cooperative participation
between the DLA and ESAs as well as the lack of ultimate accountability for sole-sourced parts
spend management by either party leads to an inefficient and ineffective management of sole-
sourced parts. The issue is best defined as follows: the DLA is responsible for procuring parts
based on projected demand; the individual ESAs are responsible for the approval of the parts
from a supplier; Ultimately, neither party is accountable for spend management or cost savings.

The DLA team is unable to search for new suppliers without ESA approval. The ESA team is not
motivated to assist in finding new suppliers because they do not have any accountability for
part pricing. This process gives rise to continued escalated costs for the government. In
conversations with the DLA, the DLA stated that reversed engineered parts and new suppliers
would need approval from ESAs prior to review. After speaking with two ESA representatives,
they stated that the DLA should know more about what parts are candidates for reverse
engineering. Neither was motivated to assist in leading the process because neither is assigned
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true ownership. It is the opinion of MFG.com that neither party feels they control the process;
therefore there is no true owner to provide resolution.

Lack of a True Cost Owner

As initially highlighted in the previous section, the part sourcing process (Figure 3) is void of a
true cost owner that is responsible for cost savings and selection of the best identified
suppliers. The below chart illustrates the two silos and highlights the inefficiencies and
ineffectiveness of the relationship:
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Figure 3 Part Sourcing Process

As illustrated above, the system lacks a true cost owner. The current group responsibilities as
outlined above serve to drive poor communication amongst the DLA and the ESA
representatives as well as neglects supplier cost accountability. As the system is today, the two
groups conflict with each other because they have opposing motivations and goals. Without
more unified cohesive goals the system will continue to have major failure points. In the
commercial world the procurement group is ultimately responsible for part purchasing and
supplier selection. Procurement is responsible for identifying and shopping the parts to
qualified suppliers. With that, procurement is also responsible for selecting suppliers that are
able to meet the manufacturing and quality requirements of the specified parts. Engineering is
not involved in sourcing after the part design is complete and in production.
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Lack of Desire to Find More Cost Effective Alternatives

Given the lack of accountability across the groups for spend management, MFG.com
determined the ESA representatives engaged were not motivated to ensure success of the
program. MFG.com believes the ESAs view the program as increased responsibilities without
direct benefits. This was further demonstrated when MFG.com inquired about other parts the
ESAs may be struggling to source or considering price reductions. The response received from
the ESA representative was that there were not any parts in which he was struggling to find
additional sources or looking for price reductions. MFG.com believes that given the volume of
parts being sourced, there should be multiple parts that would present cost efficiency
challenges for the ESAs.

Suppliers are not Guaranteed Success with Reverse Engineering

MFG.com discovered if a supplier was successful in reverse engineering the part as well as
becoming an approved supplier of the part, they would not be guaranteed future business from
their efforts. As explained by the DLA, after a part is reverse engineered and the supplier
performing the work is approved, the part is released for an open bidding process. The
incumbent supplier could ultimately reduce their price to continue winning the contract.
Essentially, the incumbent supplier had historically taken advantage of the government
purchasing process providing the part at a large margin. When pressed, the incumbent supplier
may reduce their price and continue to obtain the business. This scenario results in excess
spend by the DLA as well as a disgruntled and disillusioned new supplier who invested valuable
time and resourced in an effort to better serve the DLA.

Opportunity for Additional Suppliers and Reduction in Cost is High

Through the reverse engineering study, MFG.com found large potential cost savings do exist
upon utilizing the open market for sourcing manufactured parts. Although the results are
preliminary based on the knowledge of the part requirements by each supplier, the initial
estimates demonstrate significant part cost savings. By creating a cost reduction program and
providing data to suppliers for quoting and reverse engineering, it is believed that at least a
25% cost savings could be achieve on sole-sourced parts. Some parts as shown in Table 2 could
realize in excess of an 80% reduction in cost.
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5. Results of the Program
5.b. Phasell

Table 4: Program by the Numbers

Parts Reverse Engineered

Current DLA

Preliminary
Open Market

Reduction in

NSN Part Description Price Price Estimate | Current Price
5935-01-1859180 Adapter Connector $1,984.12 $132.50 | $1,851.62 93%
5310-01-4551469 Nut, Plain, Barrel $18.14 $13.95 $4.19 23%

Cylinder Block Unit,
4320-00-2490150 Hydraulic Motor Pump $1,584.80 $218.50 | $1,366.30 86%
Housing, Carrier, Bearing,
2835-01-2052606 Front $1,877.99 $225.00 | $1,652.99 88%
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6. Recommendations
6.a. Phase |

Simplify the Sourcing Process

Implementation of a program to simplify the DIBBS sourcing process similar to the solution
MFG.com provided would greatly enhance participation and adoption. Suppliers want to feel
comfortable and assured they are taking the proper steps to source successfully with the
government. The current process is very cumbersome and frustrating due to inconsistency of
the data, inclusion of irrelevant data and language not intuitive to the reader.

Standardize Part Design Data and Technical Packages

Standardization of Technical Data Packages would help to provide a consistent supplier
experience and quoting results from the supply base. The team understands that 3D CAD is not
available for most parts due to the age of the products. All solicitation information was
provided in C4 format which can then be converted into a 2D PDF; however, machined, casted
and molded parts all use 3D CAD files to capture the raw data, dimensions and tolerances of the
parts. Having 3D CAD files to run through the suppliers CAD CAM software would speed up the
guoting process. Some suppliers refuse to quote on RFQs without 3D CAD files because of the
time and man power it takes to estimate the quote in 2D.

Therefore, including 3D CAD in all new parts will assist in increasing competition and the
number of quote responses received. With the latest manufacturing equipment operating from
3D CAD, the supply chain is evolving at a faster pace than the sourcing data supplied for
government products. The result of this evolution is the available supplier pool to provide
manufacturing services for the government will continue to decrease.

Implement Improved Communication Tools and Methodologies to the Supply Chain

Identify and implement a more robust communication channel using both industry standard
technology as well as requirements to respond in a more timely matter to supplier inquiries.
No commercial business would survive if they did not respond to customer requests in a timely
and effective manner. MFG.com requires customer service representatives to respond within
the same business day for all customer emails or phone calls received. Additionally, MFG.com
utilizes Live Chat with customers that can be initiated and responded to in real-time. Prompt
communication to customers will only serve to improve and expand supplier relationships and
trust.

Further, utilizing mass communication tools built directly into the quoting platform would
enhance the supplier experience as well as potentially lesson the burden on purchasing
representatives. Mass communication tools are frequently used in the commercial space to
improve efficiency and effectiveness. For instance, most sourcing platforms allow the buyer to
easily post a response to a supplier question to all interested suppliers where relevant.
Another suggestion could be as simple as a posting board for each solicitation created through
the DIBBS platform.
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6. Recommendations
6.b. Phase ll

Designate a Spend Owner with Savings Goals

Without a true part cost owner accountable for improved efficiencies, cost savings will not be
achieved. In the current dual responsibility structure, the cost owner does not control the
source and is not held accountable for price reduction metrics. Thus there is currently no
motivation to leverage the supply chain for identifying and sourcing to alternate suppliers.

In commercial organizations, the engineering department is responsible for product design and
development. Once designs are complete, the sourcing process is managed by the purchasing
department. Typically, supplier selection and quotes for custom designs are managed by the
engineering or product design teams. It is done this way because material selection,
prototyping, fit, form and function testing are required. Once the transition from engineering
to purchasing transpires, engineering is not involved in supply chain decisions. The current
government structure for sourcing does not have the transition from engineering to purchasing
as the ESA engineers and representatives have control of the supplier selection process.

Streamline the Process for Identification and Acquisition of Sole-Sourced Parts

The current process for identifying and acquiring a sole-sourced part from the DLA is
exceptionally time consuming, manual in nature and overall ineffective. While the DLA has
what appears to be a well-defined list of parts available to reverse engineer, the reality is that
only a small portion (30%) of these parts are truly available for the reverse engineering process.
Currently after a vendor such as MFG.com identifies a part they would like to reverse engineer,
an ESA representative must approve the part prior to the vendor starting the process. Logically,
a pre-approval process by the ESA should be implemented prior to providing the part as
available for the reverse engineering process.

Once an approved parts list is determined, the ability to order and return the parts should be
fully automated. The process should be as simple as ordering an item from any online retailer
with the acceptance of credit payment and automated shipping notifications.
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7. Conclusion

In conclusion, MFG.com invested significant time and resources to ensure the success of the
program including:

e Simplifying the new government supplier approval process

e Simplifying the DIBBS sourcing process

e Hiring experienced consultants

e Dedicating internal resources

e Coordinating and attending numerous DLA and other government related meetings
e Organizing and executing numerous marketing events

Given these efforts, MFG.com generated significant interest in the supplier base, bringing the
number of approved suppliers to 145 during the course of the program. However, both
MFG.com and the suppliers were very disappointed to uncover extreme inefficiencies in the
DIBBS system and the DLA. The suppliers were unable to reap the rewards promised during the
program and became discouraged after many unsuccessful attempts to yield success.
Ultimately, these inefficiencies led the majority of the active suppliers to abandon the program
and include the following:

e Immaterial dollar amount of RFQs

e Lack of sufficient RFQs due to DIBBS system outages

e Lack of sufficient RFQs due to the threat of sequestration
e Retracted RFQs

e Lack of DLA and buyer feedback

e Duplicated parts posted

e lack of award feedback

¢ Insufficient and inconsistent TDPs

e Biased awarding system to supplier incumbent

Suppliers need to produce a margin to remain a viable business. When effort is expended by
suppliers as they did during this program and then yield no positive margin impact to their
business, they will move to other commercial opportunities which they know will provide a
positive margin. MFG.com believes the inefficiencies of the DLA as presented in this report,
result from a lack of overall accountability and clear expectations. A for-profit business must
ensure accountability at each level of the organization to ensure success. Implementation of
clear responsibility and accountability to staff members is a must in the commercial world. All
team members need to feel they are contributing to a unified mission as well as making
progress toward that goal each day. The government should follow a similar process.
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8. Appendices
Appendix A

Al

Interview on WTOP Radio, Washington DC

Title: Digital Network Hopes to Connect Small Businesses with DoD

Date: 9/30/12

Source: http://www.wtop.com/41/3060068/Digital-network-hopes-to-connect-small-
businesses-with-DOD

A2

Interview on Federal News Radio, Washington DC

Title: DoD Carries Weight of Government Wide Small Business Goal

Date: 10/9/12

Source: http://www.federalnewsradio.com/1040/3058191/DoD-carries-weight-of-
governmentwide-small-business-goal

A3

Bi-Line Article, Manufacturing.net

Title: Transforming the Relationship between Suppliers and the DoD

Date: 11/14/12

Author: Mitch Free, MFG.com Founder & CEO

Source: http://www.manufacturing.net/articles/2012/11/transforming-the-relationship-
between-suppliers-and-the-dod

The challenges of sourcing complex manufactured goods to support the Department of Defense
(DoD) create significant obstacles for the U.S. manufacturing industry. These obstacles increase
defense costs, hinder the Department’s ability to keep equipment operational and impede
military readiness. While today’s manufacturing environment is notably global, opportunities
exist to help strengthen the U.S. defense industrial base while improving supply chain security.
Leveraging digital innovations, like online manufacturing marketplaces, fosters a collaboration
between suppliers and the DoD which benefits American industry and helps get needed parts
to our soldiers, sailors and airmen faster. Let’s look at how:

The percentage of goods manufactured for the DoD by foreign suppliers is relatively small, only
ranging from 3.6 to 8 percent annually over the past five years. However the total dollar value is
large — especially when viewed from the perspective of U.S. small- and medium-sized
suppliers.[1] Since 2007, the DoD has spent from $5.08 to $10.3 billion dollars annually with
foreign suppliers on items needed to support the American military.[2] One of the reasons for
this is our agreements with allies that help improve interoperability and our foreign military
sales. However, another reason is that there are often no U.S. companies that bid on DoD
requests for quotes (RFQs). An average of $55 billion in defense contracts each year has only
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one bidder. This is often due the excessive time it takes to find opportunities, challenges in
understanding government regulations and confusion from a lack of standardized information.

The DoD is keenly aware that it needs to achieve two strategic goals in its relationship with the
manufacturing sector of U.S. economy. First, it needs to reduce the effort and time required for
U.S. suppliers to match their capabilities to DoD needs for complex manufactured goods.
Second, it needs to expand its reach to American suppliers that aren’t already doing business
with the DoD — and leverage innovative platforms to do so.

DoD has launched the Connecting American Manufacturing (CAM) program to streamline the
solicitation and bidding processes for suppliers and enhance RFQ matching and quoting.

Sponsored by the Office of the Secretary of Defense, Manufacturing and Industrial Base Policy,
and addressing the direct interests of the White House Office of Science and Technology, the
CAM program highlights digital innovations — such as those provided by MFG.com — to
automate many of the labor-intensive processes that previously functioned as complex barriers
between manufacturing firms and the DoD. Using the MFG.com platform, suppliers no longer
have to sift through mountains of DoD solicitations to find opportunities that best align with
their capabilities. Many previously difficult bidding processes have been reduced to a few clicks
of the mouse.

The program is generating a wide array of ancillary benefits too, such as supporting job creation
at U.S. manufacturing firms and reducing environmental impact by enabling the purchase of
goods domestically.

Brench Boden, Senior Industrial Engineer at the Air Force Research Lab who manages the
program, sums it up: “The CAM program is an example of how we are supporting the
Warfighter by leveraging commercial best practices. Online manufacturing marketplaces, like
MFG.com and others selected to advance the goals of CAM, help position the U.S. industrial
base to be competitive in a global and digitally connected world. [This effort] will help provide a
bridge between the DoD and American suppliers, and help the DoD create a seamless and
robust infrastructure to quickly find U.S. suppliers with the right capabilities."

Reducing the Effort and Time Required to Find Relevant Opportunities

Companies that are new to the process of working with the federal government often find the
initial registration process daunting and time-consuming. But assistance from MFG.com helps
takes the pain out of this discovery and registration process. Additionally, MFG.com provides
guidance about whether suppliers may be eligible to become certified in one of the federal
government’s small business programs. Certification enables businesses to qualify for
significant small business “set asides” and other incentives that the DoD applies when
evaluating bids.
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For example, if a manufacturer is located in a historically underutilized business zone
(HUBZone), the company will receive a 10 percent price evaluation preference in its bid. If the
bidding firm can meet the requirements of the RFP, government contracting officers are
required to add 10 percent to the price of all other non-HUBZone bids when awarding
contracts.

The bottom-line benefits of the CAM program are straightforward: it gets parts to the
Warfighter faster, reduces costs for the U.S. taxpayer and helps U.S. industry. As more suppliers
sign up to participate, the defense industrial base is strengthened, soldiers get needed
equipment faster and U.S. taxpayers benefit from reduced costs in the acquisition process. It's a
formula for success that delivers big benefits for everyone involved.

For more information about how to participate, suppliers can visit the MFG.com website at
http://www.mfg.com/dod/registration.

[1] Department of Defense, Report to Congress on Purchases of Supplies Manufactured Outside
the United States in FY 2011 —

http://www.acq.osd.mil/dpap/cpic/cp/docs/DoD FY 2011 Purchases of Supplies Manufactu
red Outside the United States percent20.pdf

[2] Department of Defense, Report to Congress on Purchases of Supplies Manufactured Outside
the United States in FY 2011—

http://www.acq.osd.mil/dpap/cpic/cp/docs/DoD FY 2011 Purchases of Supplies Manufactu
red Outside the United States percent20.pdf

A4

Interview on WDTW Radio, Detroit

Title: First Shift with Tony Trupiano, Tony Talks with Mitch Free, CEO of MFG.com

Date: 12/2/12

Source:

http://www.iheart.com/?podcast=FirstShift&selected podcast=9AM?2 1353337666 26871.mp
3

A5

Interview on WILA TV, Washington Business Report, Washington, DC

Title: Washington Business Report, Interview with Mitch Free

Date: 9/30/12

Source:
http://link.brightcove.com/services/player/bcpid932647471001?bckey=AQ~~,AAAAGUNObcE™~,r
S1wzGXkRNkBi1RYglgdOAllsZiMZoqu&bctid=2000781276001
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Ab

Interview on WOWO Radio, Indianapolis
Title: WOWO 92.3 FM Interview with Mitch Free
Date: 12/20/12

Source: http://www.connectingmfg.com/twiki/pub/CAM/MFGDotCom/20decl12-wowo-
prerecorded.mp3
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Appendix B
B1.0

CAM Email Campaigns — Paid Supplier DoD Contract Announcement
Date: 8/2/12

GMFE kA

CONNECTING
AMERICAN MANUFACTURING

MEG.com was recently selected as a key provider

to help the Department of Defense (Del), through Opportunities for MPG.com
the Connecting American Manufacturing {CAM) suppliers:

initiative, improve sourcing of manufactured

goods. The first solicitations have now been + Are you a veteran? You may
posted. What does this mean for you, as a premier qualify as a Veteran and Service
supplier member of MFG.com? It means you will Dizabled Veteran-Cwned Small

get more information, more assistance and more Business.
opportunities to provide equipment to the DeD

than ever before! Does your company oreate jobs in

economically needy areas?
Apply for a Historically

Top three reasons YOU need to be a DoD B
supplier: Small Business designation.

Is your business owned and
1. Gain access to new customers. MFG. com _
can help yvou find new business
opportunities.

managed by a woman? Try the
Women-Cwned Small Business
classification.

. Generate revenue. MFG. com can match
Dol requirements to your capabilities and
help you respond to complicated
government requests for proposal (RFPs).

ra

Is your business controlled by an

individual with social andfor

economic challenges? The

Small Disadvantaged Business

3. Expand and diversify your customer base. certification may be for you.
MFG.com and CAM enable you to access a
network of customers to more easily and
guidkly fill Dol orders.

For more information on these
valuable programs that are set-aside
for small businesses, visit our small
business page at:

Here's how MFG.com can help small thananar. mif. c-om ams.
businesses:

The federal government's small business programs
are designed to strengthen the U.5. industrial base,
open up avenues for small businesses to more
effectively compete in the marketplace and enable
the Dol to gain greater access to innovative
products and services. Chedk cut the attached
Supplier Registration Guidelines {or visit
http:/feeeew. mfg. com/dodireqistration) to help you
get started.
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B1.1

CAM Email Campaigns — Buyers Logged in Last 48 Months DoD Contract Announcement Email
Date: 8/15/12

MFG.com has been selected to help DoD buyers and engineers more easily find and connect
with U.S. suppliers. This project, which is sponsored by the Office of the Secretary of Defense
and the White House Office of Science and Technology Policy, is projected to achieve significant
results. The key metrics for success are:

-an increase in the available DoD supplier base
-an increase in the number of responses per RFQ; and
-a decrease in price and delivery time with no loss of quality.

We are proud to be a part of this project that will benefit our Warfighters, taxpayers and U.S.
industry. Read our press release to learn more.

If you would like to learn more about how we can help you with your sourcing challenges, call
your account representative [EMV FIELD]JREPFULLNAME[EMV /FIELD] today at [EMV
FIELD]JREPPHONE[EMV /FIELD].

Best regards,

Mitch Free
CEO
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B1.2

CAM Email Campaigns — Prospect Supplier DoD Contract Announcement
Date: 9/6/12

COMFGE . co

MFE G, com was recently selected as & key provider to
help the Depatment of Defense (Dol), through the
Connecting American Manufacturing (CAM) initiative,
improve sourcing of manufactured goods. The first
solicitations have now been posted. What does this
rean for you? It means thal il you become a supplier
mermber of MEG.com, vou will ol the assisiancs you
need to become cerified and gain access 10 more
cpportunities with the Dol

Top three reasons YOU need to be a DoD
supplier:

1. Galn access to new customers. MFG.com can
help you find new business opporunities and halp
buyers find YOUR busineas.

2. Generate revenue. MFG.com can match Dol
requirements 1o your capabllities and help you
rezpond to complicated govemnment requests for
proposal (RFFs)

3. Expand and d|versify your customer base.
MFG . com and CAM enable you to more easgily
and quickly fill Dol orders through access to a
network of customers .

Here's how MFG.com can help small
businessaes:

The federal povernment's amall business programs are
designad to strengthen the LU.S. industrial bass, cpen up
avanues for emall businesses to more effectively
compete in the maneiplace and enable the Dol to gain
greater access to innovative products and senvices.

MFG.com has developed comprehensive Supplier
Registration Guidelines to help businesses batter
understand the process of registanng for these
programs. MEG.com suppliers can wisil

Rkl Sanaia g r'r_)rrl.'lIrul.'rrnﬂ:!’rurirlrl IOQGT alamad.

Contact us: BB6.66T.1212 or salas@mifg.com
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MFG.com can help find
opportunities for our
suppliers:

+ Are you 8 veberan? Yol misy
qualify as a Veleran-Owned or
Sarvica-Dizablad Vetaran-Oramad
Emall Business_

Does your comparny create jobs in
economically naady araas? Apply
for & Historieally Undentilized
Busineas Fona Small Business
designation.

la your business owned and

marapad by & woman? Try tha
Women-Owniad Small Business
classification.

la your business contmllad by an
individual with social and/or
economic challangesa? The Small
Disadvantaged Businass
carification mey ba for youw.

For mone irfarmation on these
valushls programa that are set aside
for amall businessas, join MFG.com
and visit owr small business pape at:
hittp:/fweww.miig.com/dod/programs.

CaMFBE.com

MFG.com is tha largest onlins
markatplace for the manuiacturing
industry. Contact us today at B66-
66T-1212 or salesiiimfy.com to
learn how we can halp you
increase sales and profits. Walch
for future e-mails to leam more about
gaining an advantage for government
PIOGEEMS.
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B1.3

CAM Email Campaigns — Govt Buyers DoD Contract Announcement Email
Date: 9/6/12

GOMFG

CONNECTING
AMERICAN MANUFACTURING

MFG.com was recently selected as a key provider to help the Department of Defense (DoD) improve the sourcing of
manufactured goods. The program, Connecting American Manufacturing (CAM), is sponsored by the Office of the
Secretary of Defense, Manufacturing and Industrial Base Policy and has several key objectives.

Get parts to the Warfighter faster

Increase the number of responses per RFQ
Decrease item costs with no loss of quality
Help the U.S. manufacturing industry

While much of the effort has been focused on warking with the Defense Logistics Agency, the program also is able to
help others in the DoD as well as other government agencies. In addition to traditional sourcing needs, MFG.com can
be particularly useful in helping you connect to qualified small- and disadvantaged-businesses to better meet your
set-aside requirements.

Contact me today to learn more about how the CAM project and MFG.com can simplify your sourcing of manufactured
goods.

Bestregards,

Eva Huang

Account Representative, MFG.com

6140
EvaHuang@mfg.com
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leo
HUBZone Email Campaigns — Prospect & Paid Suppliers
Date: 9/18/12

COIMFE. coka

~24 CONNECTING
AMERICAN MANUFACTURING

The Historically Underutilized Business Zones (HUEZone)

program helps emall businesses in wian and rural communities gain
preferantial access to federal procuremant opporiunities.

Did you kntw thal HUBZene-cedilied amall buginessde: §at & 10% phch svalualion prafemnss
when bdcing on govemment contracks? It's fnoe! I your small business qualifies, than
governmant corracting officers are required to add 109 1o the prce of &l olher on-HUBZane
bida when ewarding coriracts.

MEG com was recently sekected a5 a key prowider to help the Deparment of Defense Dol
improve tha souming of manufactued goods through tha Connecting Amancan Manufacturdng
[CAM) initiztrve. If you become a supplisr member of MFG.com, we will help you get the
asgigtance you nesd Lo bacome HUBZone-cenified and enjoy big compelilive advantages over
elher businesses, includng qualifying for conlract set-gsices,

1. Small busimess - Does your company qualily 8s 8 small business scoonding be S6A
standards ¥

L. Primcipal office in a HUBZona - |5 your main offics in @ HUBZone? (sea map)

1. Employess reside in HUBZone - Do o least 35% of your company's employess
reside in the HUBZane?

Here's how MFG.com can help your business:
+ A steady stream of Do) business |sads that ane better aligned with your company's
strangths.

Quick access bo a list of relevant Dol opportunitiess instead of having to sift through
mounlans of govemmen aoliciationg.

Automatic alets whenever new Dol opporiunities afse that match your compary''s
capabiities,

A easy-lo-uss web-based plalfor thal helps save thousands of dollars in markeding
axperises such &3 lead genarbion, search anging optimization, adveising, rade showe and
diractory llstings,

For more information about the HUBZone program and other small businass

canifications, visit our slte: hitpaivwany, mig comided/ programs.

Onoe pou have soowmd @ HUBZ0ne ceriticalion, Alodse upoads yOur SEns within MFE.com by
aiting your cantficates at i botom of powr profie page. Flease make surs yow opioed te ockal

MFG.com s the larpest online marketplace for the
manufacturing Industry. Contact us today al B98-86T-1212
or salesffimfg.com fo leam how we can help you Incresss
sales and profits. Watch for futurne e-malls to eam mons
about gaining an advantage for govermmeant programs.

CRMFE.coM
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B2.1
Small Business Email Campaigns —Paid & Prospect Suppliers
Date: 10/3/12

MFE.

Thare ars BIG banefits to having your company classMad 26 2 “small businass™ by the U3 Small Business
Administration | $B4). The Dapartmant of Defanss (Do) not only buys billens of dollars’ worth of
products and servicss every pear, but it aiso ks reguired to sst 2side many opportunitiss |ust for sman
businsssas. To qualily Tor thass opportunitiss, your company must b= raglstersd In fedsral databasas a5 2
small businass.

Success  Small Manufacturer Becomes First to Break into DoD
Story New Program Under MFG.com

] n wa3s recently selecied 35 @ key provider o help e Dol Imoroewe e sourcing of manutsciuned goods
Trough e Comedting American Manutaciuring (CAM) Inkiatke. A long-time small tusiness meminer of
ARG oom recently bid on two prajects Sinough e CAM program and won Shem bof

Qfinger Machine Company, of Indian=polls, I, used io emplkyy 30 pecpie. Bul Wi Te downium In e economy
a2 nuning e Dusiness noW Wi Just Fnes emaloyess. ARNOUGN T 0Ugh econcey prompled OFinger o
star sxploring new wEnues for Dusiness oponuniies, ey didnT conslder pursUing govsmment wark 3gain
unitll WP G.com Degan Me CARM progiram. ORinger Quickly wWan T coniracs wiln e DoD—nelr first
gouemmmEnt confracts In aimast 30 jears

Jiefiney Oftinger, e company’s owner, sakd, "Once you understand e process, oidding on Dol opportunfles ks
ezsy. Dol sollicRations ofen chase quickly, 50 o FEse 0 mave quicdy, but WFE0om makes | seamikess. The
tralnlng afiered by MFG.0om ks excellent, and B guided us finugh a process St would Feve been diflcul
WOt Melr help. Previcusly, here was 3 skomont leaming cune invoked wilh gelting up o speed on
gremment comtracis. All of Tt s greatly simpled Tanks o MFG.com and e CAM program.”

Sporsored by he OMce of he Secretary of Deferse, Manutschuring and Indusinsl Base Policy and
addressing e direct inbern e Whille Howse Ofice of Sclence and Technalogy. the CAM
progranTs goal ks o help balier conmect Dol manutacharing needs with ULS. mematacarer capabiifies.

~The CAM proqram is an axampie o how We 2 SUPPTng the Warlighrer by ievaraqing
commarcial best pracoiees, " saki Brench Boden, Ssnkor industrial Engineer at the Alr Force

Ressanch Lab. “Ondine manufacoming markegplaces, i BEG com and 0Thars Salaced o
a0vance the (oals of CAM, haip posision the ULS. inoustial base 1o be compentve in a qiobal
and olqimally conmecTed woril. These Orqanizanons will heip provios 2 bricge banwean the Dol
and Amarican manuTaCirars, and help e DoD Cream 3 Samess and FbsT INfMasTUCTe
quaickly Ting' ULS. manuTaciarers with the night capabiiibes. 1We Jook Torwanrd 70 CONGINANG 1
Torge chase alllances 25 We WOk 70 STRMJEan GOVemmanT buying approaches ™

Dot your business guallly® The S8A deflnes 3 "small mushess” In terms of e numioer of employess ower
e past year, of Nerage anmeal recelpts over he past inee pears. Stee standands vany by Industry and are

mEtched 1o e Narih American industry Clessmoation System (NAKCE). The S84 oullines e largest size
i 3 usiness can be for R o remain 3 classiiled “small business ” Please visk SBA's guilde o Classiing
Yior Busiress o find cul I your company <an e clssied 35 3 small usiness
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B3
Direct Mail Campaign
Date: 11/13/12

SIOWoUPBUSINESS S COnECt Wit Get the BIG BENEFITS that give you
a leg up on the competition:

the Department of Defense

In the fight to win new business, your strategic
allies are MFG.com, the world’s largest online
manufacturing marketplace, and Connecting
Amencan Manufactuning (CAM), DoD’s new
program to reach out to the manufacturing
industry. In the past, small businesses like yours
had to sort through mountains of paperwork
and solicitations to find relevant government Get more information. Visit

opportunities. By removing these barriers, we WWW.m tg com/ca m’-‘pa rts

make the process easier to understand and match 1
the right suppliers with the right parts at the right or call 888.667.1212 tOday "

time. MFG.com and CAM provide big benefits
for small manufacturers!

¢ of DoD customers

PRESORT FIRST CLASS

- QMFG L0OM U5 FOSTAGE FAID
More Opportunities, More ) SERMIT 078

Customers, More Sales... 2700 Cumberland Parkway s
! Suite 500
MFG.com can help you find new business with Atlanta, GA 30339 USA

the DoD by reviewing thousands of complicated
government requests for quotation (RFQs) and
delivering opportunities directly to you that fit

your specific capabilities. Our streamlined and
automated processes help you easily respond to
the RFQs and provide access to a network of DoD
customers so you can more easily and quickly

fill orders.

YOUR NEW STRATEGIC
ALLIES IN THE FIGHT TO
GET DoD BUSINESS:

MFG.com and CAM have Joined Forces to...

Help veteran-owned and all U.S. small-
and mid-size manufacturers do business
with the DoD by delivering to you the nght
opportunities that match your capabilities

Get needed equipment to our soldiers,
sailors and airmen faster

Expand the U S. defense industrial base

We're on Your Side in the Battle to...

* Gain access to DoD customers who
need your products and services

* Generate more revenue for your company

* Streamline the process of working with the DoD

Which Part Could Your Business Play?
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Appendix C

CAM Press Release

Title: MFG.com Awarded Contract to Connect American Manufacturing

Date: 8/2/12

Source: http://www.mfg.com/media/press-release/mfgcom-awarded-contract-connect-
american-manufacturing

Effort Will Increase Access to Defense Opportunities for U.S. Suppliers

Atlanta—MFG.com, the world’s leading online manufacturing marketplace, was recently
selected as a key provider to help the Department of Defense (DoD) improve their sourcing of
manufactured goods necessary for military readiness. The first solicitations have now been
posted and MFG.com suppliers have already begun responding.

MFG.com was awarded this contract by the Office of the Secretary of Defense, Manufacturing
Technology Program to apply a marketplace-based sourcing approach for manufactured
items. The program, “Connecting American Manufacturing (CAM),” has two primary objectives.
The first is to make it easier for the DoD to find U.S. suppliers with the right capability and
capacity at the right time. The program also will make it easier for U.S. suppliers to find and
secure DoD opportunities that match their capabilities.

More than $115 billion in commercial manufactured goods have already been sourced through
the MFG.com marketplace, making it uniquely suited to help the DoD connect with U.S.
suppliers. Now, by providing one source for both commercial and government opportunities,
suppliers using MFG.com can more easily find and quote on relevant opportunities with less
effort.

The benefits of the DoD and MFG.com partnership include the following.

Getting parts to the Warfighter faster
Reducing costs for U.S. taxpayers with no loss of quality
Improving access to DoD opportunities for U.S. suppliers

“It’s exciting to see our government leaders acknowledge the importance of investing in the
future of the American manufacturing industry. The CAM project is an example of how public-
private partnerships can leverage commercial best practices to help the government while
positioning the U.S. industrial base to be more globally competitive. MFG.com is honored to be
at the center of making this a reality,” said Mitch Free, founder and Chief Executive Officer of
MFG.com. “For 12 years, MFG.com has relentlessly built the environment, best practices and
technology backbone critical to the success of this government initiative. We are proud to do
our part to help the Warfighters, taxpayers and U.S. industry.”
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About “Connecting American Manufacturing”

The objective of the “Connecting American Manufacturing” (CAM) program is to help better
connect DoD manufacturing needs with U.S. manufacturer capabilities. CAM will make it much
easier for the DoD to find U.S. suppliers with the right capability and capacity at the right

time. The program also will make it easier for U.S. suppliers to find and secure DoD
opportunities that match their capabilities. This program is sponsored by the Office of the
Secretary of Defense, Manufacturing and Industrial Base Policy, addressing the direct interests
of the White House Office of Science and Technology Policy.

About MFG.com

MFG.com is the largest online marketplace for the manufacturing industry, facilitating
interaction between buyers and suppliers. With more than 5115 billion in RFQs passing through
the marketplace, MFG.com has helped thousands of suppliers—ranging from small single-
person machine shops to large conglomerates—increase sales and grow profits. Investors in
MFG.com include Bezos Expeditions, the personal investment company of Jeff Bezos and Volition
Capital.

Media Contact:
For interview and speaking requests please contact Lisa Harrison at 703-283-6572
orlharrison@hillmerinc.com.
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Appendix D
D1

Content Marketing — CAM Fact Sheet (pg. 1)

CONNECTING
AMERICAN MANUFACTURING

Gain Access to Department of Defense (DoD) Opportunities!
MFG.com is Helping DoD Connect with U.S. Manufacturers

MFG.com has worked with the
Office of the Secretary of Defenze,
Mamifacturing and Industrial Base
Palicy, to laonch the Connecting
American Manofacturing (CAM)
propram. The objective of the CAM
program is to help better connect
DD manofaciing needs with
U5, manufacturer capabilities. The
program will also make it easier for
5. manufacturers to find and secure
Dol oppormnities that match their
capahilities. This new program will-

@ Provide U'S. manufachorers with
access to DEW oppodtumities

@ Improve the match between
DoD needs and 11.5.
manofacturer capabilities

@ Beduce the effort required to
respond to Do) requests for quotes

@ Improve 1.5, manofacturers” ability
to capture Dol} opportunities

Mamafacturers currently face many
chaltenges in doing work with the
DD, ranging from excessive time and
cost in finding opportunities to the
increased risk and confusion from a
lack of standardized information.

MFG.com is worldng to remove these
harmiers to help U5, mamifacturers
reduce costs and effost while
increasing bosiness. While CAM may
OpED 0P some competition between
U5, manufacturers, one of the key

goals is to help all U5, manufactarers
‘better compete for Dol} business that
often goes overseas. In fact, the primary
objectives of the CAM project are to:

@ Get equipment to the
Warfighter faster

@ Beduoce costs for US. taxpayers

@ Help the US.
mamufactoing industry

Transforming the Relationship
Between Manufacturers and
the DoD

The Dol lists thousands of items daily
that are required to meet defense needs;
however, finding the right cpporfunity
is 2 complex and time-consuming
effort. This is made particularly
difficuit if a3 mannfacoser is unfamiliar
and requirements that are particolar

to Dol

MFG.com is working to simplify
much of the work by providing new
tools and better interfaces between
DoD and U5, manufacturers As the
largest ooline marketplace for the
manufacturing commumnity,
MFG.com is supporting the CAM
praject by helping US. manufactarers
more easily find and secose new Dol

‘tusiness opporiunities.

BE2.404. 0686 | wrarar.mfg.com

1“'15‘_‘,[‘_f\|"|FE «SOM*  CAM | Cornscting American Manufacturiing
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Content Marketing — CAM Fact Sheet (pg. 2)

Gain Access to Department of Defense (DoD) Opporiunities!
MFG.com is Helping Dol Connect with LS. Manufacturers

Benefiting the Nation's Economy, the U.5. Industrial Base and

the Warfighter

The CAM program actively supports
job creation in the U.5. by establishing
a metwork of suppliers that can mare
easily and qoickiy fill orders for
manufactured goods Warfighters
‘benefit becanse they get the products
they need faster and more efficiently,
and the T.5. industrial base bensfits via

expandad business oppormnities.

The CAM program will help ensure
industrial production capabilities are
reliable, commercialty competitive
and responsive to Dol reqoirements.
‘between 15, manufacturers and the
federal povernment. With MFG.com,
manofacturers benefit from having an
expert partner that has been folfilling
government missions and objectives
for 12 years.

MFG.com* camit

“The CAM project is an
example of how we are
fostering job creation
through public-private
partnerships, leveraging
commercial best practices
and positioning the
U.5. Industrial base

to be competitive in

a global and digitally
comnected world.”

Mitch Fres
CEQ, MFG.com

gAmerican Manufac
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About Connecting
American Manufacturing:

The ohjective af the Conmectng
Admerican bamiifactarisg (CARM)
program i oo belp better connect

Dol manufachering mesds with TS
mamEsctirer capabillities. CAM will
make it mech eager for the Dol w
Find LS. masuEscturers with the rigit
capability and capacity ar the right tme.
The program will akeo make it eadier for
U5, manufscturers oo find and secure
Dolr opportunities that match their
capakbilities. This program is sponsoed
by the Offic: of the Secretary of Definse,
Manufcturing and Industrial Base
Policy, addressing the divect inderests of
the White House Office of Science

and Techmalogy.

About MFG.com:

MFG.com i the largest and most
trusted online marketplace for the
maniifactiring indistry. With mone
than §100 billices in request: for quoses:
pasting throwgh the markerplace,
MFG.com has helped thousands af
mamEsotureri—ranging from small,
single-pertomn machine shops b0 krge
comglomeras—increase sules and
gronw profit

25 | warw.mf g.com
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Content Marketing — Supplier Resource Guide (pg. 1)
Source: http://www.mfg.com/dod/registration

i» DoD Supplier Registration G

uidelines
http:/fwww.mfg.com/dod/registration

Obtain DUNS Number
PROCESS TIME: 12 DAYS

Confirm Tax ID Number

Register with SAM

Obtain CAGE Code

Submit Authorization
to Quote on Behalf Of

Submit Supplier
Capability Form

Secure DD 2245 Form

COMPLETTON TTME: 20 MIN
PROCESS TIME: [P TO 5 DAYS

Determine Ability to
Qualify for Various
Small Business
Programs

‘The Data Universal Mumber System [DUNS) number 15 a unique nine charactar
Identification. Before you can bid on govemment proposals, you need to obtain a DUMS
number.

‘The Tagpayer Identification Mumber (TIM) s an identification number uzed by the IRS In the
administration of tax lzws. It Is 1ssued by the Socdal Security Administration or by the RS,

The Systemn for Award Management (SAM) has combined elght Federal procurement
systems and the Catalog of Federal Domestic Assistance Into one new system. SAM
provides allows you to register to do business with the government, represent/self-certify
&= a Small Business, and view business opportunities. Effective August 2012, SAM replaced
CCR, ORCA and EPLS.

The Cammercial and Gowernment Entity ({CAGE] code & a five position code that Identifies
contractors dolng business with the Federal Government. You will be able to view your
CAGE code once you have reglstered with SAM.

Frior to quoting Dol projects through MFG. com, you need to create a document on your
company letterhead, signed and dated, with the sentence below. Submit signed and dated
copy of the document to CAM@miig.com or fax to 678.868.2190.

| hereby authorize MFG.com (CAGE code 4TUK 1) to place bids on behalf of
[insert your compeny name], CAGE code [insert your company CAGE codal.
[insert your name and tithe]

The Dol uses the Supplier Capability Form to evaluste and rank wendors. Please submit a
completed form to MfgCapabilitySureey@dla. mil and ahightower@mfyg. com.

A DD 2345 1s required by ULS. contractors that want to obtain access to unclassified
technical data disclosing military critical techrology with the military, Suppliers must submit
& DD 2345 form to the U5 Jaint Certification Office to verlfy the legitimacy of the company.

‘The Dol has programs In place to make sure that qualified small and deadvantaged
suppliers have ample opportunities to win their business. In order to qualify for a RFC that
Is a set-aside for Small Business, you will need to etther self-certify ar reglster your business,
depending on the type of certification you seek.

*Eaz revarss for spacific Srall Business Program datails.
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Once you have secured your DUNS number

please edityour demographics on your MFG.

com profile page to Include this Information.

Once you have secured your CAGE code,

please edityour demographics on your MFG.

com profile page with this Information. You
must have a CAGE code In your MFG.com
profile to quote on a Dol RFC.

Once you have determined and secured the
cartifications you qualify for, please update
your status within MFG.com by editing your
cartificates {scroll to the bottom of the page
to view these new certificates). Far those
cartifications that come with a document, be
sure to uploed your certificats.
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D2

Content Marketing — Supplier Resource Guide (pg. 2)

Small Business
PROCESS TIME: 1.2 DAYS

Women-Owned Small
Business

Small Disadvantaged
Business
COMPLETION TIME: 2.4 HOURS
PROCESS TIME: 90 DAYS

Historically Underutilized
Business Zone

COMPLETION TIME: 3 ROURS
PROCESS TIME: 90 DAYS

Veteran and Service
Disabled Veteran-Owned
Small Business

Economically Disadvantaged
Women-Owned Small
Business

COMPLETION TIME: 2 HOURS

DoD Small Business & Diversity Programs

http://www.mfg.com/dod/programs

Small Business [SB) - Located In U.5., organized for profit, meets Small Business administration size standards Incuded in
solicitation. The Small Businass size standards are determined by the Morth Amerlcan Industry Classification Systam (NAICS).
‘The typical rule & that manufacturing and mining Industries qualify if they have less than 500 employeses. This is a self-certify
dassification. Mo form to complete.

‘Women-Cwnad Small Business (WOSE) - Small Buzsiness and at least 51% owned by at l=ast one women and management and
dally business opsrations are handled by one or morewomen. This 1s a self-certify dassification. Mo form to complete.

Small Disacvantaged Business (SOB) Incudes 35) - Small Business, unconditionally cwned & controlled by a soclally and
economically disadvantzged individualis) who are of good character and citizens of the ULS. and SBA certified. This 8(z) status does
require a certification.

Historically Underutilized Business Zone (HUBZone] - Small Business, cwned and controlled by UL 5. citizens, SBA-certifled as a
HUBZone concemn (princlpal office located In & designated HUBZone & 35% of the employees Ive In a HUBZone). The HUBZone
status does require a certification. The primary goal of the HUBZane program is ta create Incentives for the U.5. Government to
contract with businesses that operate and create jobs In communities with statically proven economic needs.

Veteran and Service Disabled Veteran-Owned Small Business (WOSE & SDVOSE) - A Smiall Business that |s veteran owned with 51%
of the cwnership being with the weteran or serdce disabled veteran as well &s the management/dally operations controlled by 1 or
more veterans.  In the case In which the veteran Is with @ permanent or severe dizabllity, the spouse or permanent careglver may
act as the management of dally operations. This 1s a self-certify dassification. Mo form to complete.

Economically Disadvantaged Women-Cwnad Small Business [EDWOSE] — Small Business and Is at least 51% directly and
unconditiznally owned and controlled by one or more women who are LS. citizens and who are econcmically disadvantaged.
Awoman Is presumed economically disadvantaged If she has a personal net worth less than $750,000, her adjusted gross yearly
Income averaged over the three years preceding the certification does not exceed §350,000, and the falr market value of all her
azsets does not exceed 38 million. This status requires a certification.

Once you have qualified as a Small Business, please update your status within MFG .com by
editing yeur certificates (scroll te the bottom of the page te view these new certificates).

For those certifications that come with 8 document, be sure to upload your certificata.
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Case Study Around First CAM Win

Title: Ottinger Machine Company Case Study

Source:
http://www.mfg.com/sites/default/files/images/Case%20Studies/SS%200ttinger%20DoD%20C
AM%20Case%20Study%20Rev%201.2.13.pdf

A local manufacturing company based in Indianapolis, IN, has made its mark on
America’s defense industrial base by being the first small business to win Department of
Defense (DoD) contracts through the partnership between MFG.com and the Connecting
American Manufacturing (CAM) program.

Ottinger Machine Company, which opened for business in 1967, has witnessed substantial
changes in the manufacturing industry as well as in the company itself. The firm, handed down
from father to son in 1981, previously employed 30 people but is now operating with only three
employees. The company wanted to look for ways to remain competitive during challenging
economic times.

Jeffrey Ottinger, owner of the company, said, “Although the tough economy prompted us

to start exploring new avenues for business opportunities, we didn’t consider pursuing
government work until we learned about the CAM program and MFG.com’s support. We
quickly won two contracts with the DoD, which were our first government contracts since we
did some work for the Naval Avionics Center in Indianapolis about 30 years ago.”

Streamlined Processes for Working with the DoD

Ottinger won its government contracts, primarily for automotive parts for the DoD, in
September 2012 by taking advantage of the easy-to-use request for quote (RFQ) matching and
guoting processes provided by MFG.com and the CAM program. The company had been a
member of MFG.com since 2004 and recognized the benefit of providing quotes to the

DoD through the online marketplace instead of the traditional methods of cold calling or sifting
through mounds of government documents. “Once you understand the process, bidding on
DoD opportunities is easy. But you have to do your homework,” Ottinger said.

“DoD solicitations often close quickly, so you have to move quickly. MFG.com makes it
seamless.

The training offered by MFG.com is excellent, and it guided us through a process that would
have been difficult without their help. Previously, there was often a six month learning curve
involved with getting up-to-speed on government contracts. Now, all of that is greatly
simplified thanks to this initiative. MFG.com and the CAM program help level the DoD playing
field for small companies like ours.”

Optimistic About the Future
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While the DoD is paring down its budget by cutting back on some large projects, there
continues to be a vast number of DoD opportunities for small- and medium-sized suppliers.
Ottinger cautioned that it’s important to make sure the solicitation involves products that align
with the firm’s capabilities, and that companies should look beyond the higher margin
opportunities.

“While some opportunities may bring in only incremental business, they will help establish the
firm as a trusted supplier to the DoD,” Ottinger said.

“At Ottinger Machine Company, we have a simple philosophy of business: stay in business.
With MFG.com and the CAM program, Ottinger is part of a team delivering a win-win scenario
for U.S. suppliers, the DoD and those who serve our country in the military as well as in

the business sector.”

About MFG.com

MFG.com is the largest online marketplace for the manufacturing industry, facilitating
interaction between buyers and suppliers. With more than $115 billion in Requests for Quotes
(RFQs) passing through the marketplace, MFG.com has helped thousands of suppliers—ranging
from small single-person machine shops to large conglomerates—increase sales and grow
profits. Investors include Bezos Expeditions, the personal investment company of Jeff Bezos,
and Volition Capital. For more information, go to MFG.com.

About CAM

The objective of the Connecting American Manufacturing (CAM) program is to help better
connect DoD manufacturing needs with U.S. manufacturer capabilities. CAM will make it much
easier for the DoD to find U.S. suppliers with the right capability and capacity at the right time.
The program will also make it easier for U.S. suppliers to find and secure DoD opportunities that
match their capabilities. This program is sponsored by the Office of the Secretary of Defense,
Manufacturing and Industrial Base Policy, addressing the direct interests of the White House
Office of Science and Technology.
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Visibility with Analyst Firms: Spend Matters

Source: http://spendmatters.com/2012/08/03/mfgcom-lands-huge-department-of-defense-
engagement-in-the-cloud/
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Appendix E

El
Monthly CAM Metrics Report — Oct 2012 (pg. 1)

Source: http://www.mfg.com/sites/default/files/CAM-Metrics%20Report-10%200ct%202012-

v10.pdf

GMFG

CONNECTING

PROGRESS REPORT OCTOBER/NOVEMBER 2012

Working under the Connecting American Manufacturing (CAM) program,
MFG.com is continually updating and improving the tools available to

AMERICAN MANUFACTURING

128 PFQs
retractsd aftsr
oloze date

N

11.5. manufacturers in order to improve access to DoD opportunities.

The company is enabling improved access and searching of DoD
npportunities through its online soucing tool, LiveSource. In addition,
the company has continued to add member resources to the CAM
website to further ease entry into the DoD contracting community.

In the initial phase, the CAM program is the mumber of suppliers within the
focused on two key challenges: (1) easing CAM program. Currentty, 27 suppliers
entrance into the Dol) contracting hawve soccessfulty pone through the
comummunity, and (7} pinpainting fepistration process and bepun bidding
appropriate solicifations for individual on solicitations as part of the CAM
manufacharers and simplifying the program. This is a good stast and
‘tidding process. MFG.com has already has already provided case stodies to
seen masrked swocess with both goals as suppart increasad participation in the
hightighted halow program by other MFG.com suppliers.
OCTOBER/NOVEMBER DVERVIEW ;":“prmmﬂ 7 In the program, Suppless
In October and Movember, MFG com help quatify them as Dol contractars.
continued fo increase the mamber of The company has ageregated and
qualified vendors taking part in the simplified this information to streamiine
CAM program These vendors bid on the suppiier registration prooess.
approximately 40 solicitations during
this two-month period, inciuding Beyond the 115, the company has
some that were canceliad after bids imitiated supplier outreach campaigns for
CODHDINRE t0 568 SOME fIC0ess as the approach to supplier ennoliment
program moves forward, the company shoudd resudt in frther increases
bas seen some issues of comeern, to the gqualified supplier base.
particolardy with respect to retracted
solicitations and commumications White the numiber of quatified suppliers
with Dol points of contact. sing the LiveSousce system contimoes
to grow, it is still a small pescentags of
INCREASED NUMBER contomed oureschand cosomer
OF SUPPLIERS education campaigns, there is Sgnificant
MFG.com has initiated muoltiple industry  room for exponential prowth in this area.
ourtreach campaigns and has meseasad

CAM | Connecting Amarcan Maruiachuring | www Connsctingh¥G.oom

49

134 PFQs rot awandsd

\

Tobal RO passt thalr olosa data: 476

HEN EUPFLIERS
30
N
= [ ] =
0"

1]

] T

0

- - -

diphget  Sepmrbew  Dokbw Momnbe

TOTAL SUPFLIERS QUOTIRG

Jphpet Seprsar  Coctw  Aowstar

UOTES EHABLED EY HFE COR

Approved for public release (PA); distribution unlimited.



Monthly CAM Metrics Report — Oct 2012 (pg. 2)

Progress Report October/November 2012

INCREASED BIDDING

Histarically, mamy
been posted with no
tesponse. It was foe this
teason that the CAM
recognized the problem and m some
cases has enabled a four-fold increase
in the mumber of bids per solicitation.
To date, MFG.com has enabled 149 total
‘bids and has increased the vendor poal
by 27. Dunng the October/ Tovember
reporting period 279 solicitations were
closed, 14 percent of which were bid
om via LiveSouvrce. To date, salicitations
fior Do) business have received up to
fimor bids per solicitation—a significant
improvement from historical responses.

Cine harrier to entry for small business
manufacurers seeking to bid on Dol
comstitstes a competitive bid. MFG.com
uzes its extensive expenence in the
manufacturing markstplace to provide
‘bid estimates for member suppliers.

REPEATED BIDDING

Onece suppliers
become qualified,
19 OUT OF 27 they ar= guickdy

SUFPLERS FLACES MULIFLE B0 ﬁnﬂmg with
the LiveSource system. Not only are
the majority of these suppliers placng
h:hmlmﬁu‘mmmm'an

MATCHING CAPABILITY &
CAPACITY TO DOD MEEDS
maling the sezrch and bidding process
afl fisted solicitations completely
mamhable L{Fﬁmmhas gmeﬁufher

Qualified suppliers can easity down-
select all FF(s to create a simple list of

RETRACTED SOLICITATIONS

Every moath since MFG.com bas been
participating in the CAM program.
ﬂmDoDhiscamﬂlads:ﬂmhﬂms

In October and Movember, 14 percent
of the Dol solicitations listed m
LiveSource were canceled. OF those,
These cancellations comprise a

and others in the program.

CAHCELLED BOLICITATIONE WITH LIWEED LRCE BD B

oL T

Ly Amge  Spierbw Ot Romrsiar

MFG.com continoes to work hard to
connect suppliers with mformation about
vnanswered. MFG com has sent emails
for cancelling on every solictation that
had open bids; however, ooty two of
When a supplier or suppliers have gone
through the work of mlmm:gabd:r

CAM | Connecting Amarican Maruiachring | waew ConnectinghG.oom
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POINTS OF NOTE

The data coflected confains some
notabie podnts that should he
highlighted to add context to the
overall goal of bringing Dol
opporumities to U5, manufacturers.

LiveSousce, seven cootracts were
awarded to overseas firms. Six of those
seven awards had a final contract price
fess than 50 percent of the amount
‘id by the 115 firm. Many of those
awards wese for significanty less than
50 percent of the LiveSousce bid price.

“With that great disparity in quoted
prices, it is vnlikety that TIS.
soficifations on price done.

Five solicitations were awarded to Srms
that bid mose tham the amount bid

by firms m LiveSowrce. One of these
can be disregardad as the company
failed to provide confirmation within
the solicitation's time constraints.

In the commercial space, 5 percent
of ail solicitations bead to an award.
In addition, these contracts ane
days. The lengthy award process for
DD soficitations is a busdle that
can be overcome thoough onpoing
base When DoDD soficitations age
cancelled without feedback, suppliers
are moge likely to return to commenrial
tusiness with which they are moge
familiar and can count on.

LOOKING FORWARD

its sopplier outreach campaigns to
merease the supplier base as well as
the mumber of bids being placed. In
addition, the company has begum to
track additional supplier metmics in
utﬂer!upmnﬂeenhanmﬂ.mm
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Monthly CAM Metrics Report — Dec 2012 (pg. 1)

Source: http://www.mfg.com/sites/default/files/CAM-Metrics%20Report-12%20Dec%202012-

v07.pdf

CONNECTING
AMERICAN MANUFACTURING

) MFG

PROGRESS REPORT DECEMBER 2012

The Connecting Amenican Manufacturing (CAM) program was put in place to
improve the tools available to U.5. manufacturers in order to increase access and
bidding on Dol salicitations. MFG.com has accomplished this through its anline
sourcing tool, LiveSource. In addition, the company has continued to add member
resources to the CAM website to further ease entry into the Dol contracting
community. However, ongoing issues with communication and solicitation listings
have stunted the growth of what otherwise could be a very successful program.

At in previous monghs, solicieations with bids
comtinmed o be retracted by the DoD with
noexplanation provided. MFG.oom also
cvmtinmed o see lenpthy award timelines,
exiending well past solicitaion close dates
with e, i any, commumicason fom
poines of congsct within the Dol Both of
these ESues comtimue w0 Fustrane vendos: and
affieets thedr bidding behavior.

RETRACTED SOLICITATIONS

Every month since MPG.com has been
parzicipating in the CAM program, the DaD
hets camcelied solicitations on which qualified
suppliers have bid. In some cases there hine
e Bids Fro miltiphe qualilied sugplies.

In December, ix of the DoD solicitions
listed in LiveSource were cancelled,
imcuding cme that had bids submiteed by
MFG.oom supplérs. These cancellations
comprise & significant hurdle for MFG.oom
and orthers in the program.

MFGLoom sent emails requessing
imfermetivn absut the reasons for cancelling
o every solicitation that had open bids. To
dase, only o of thes: mquiries have been
arwered. When a supplier or suppliers

o through te work of submitting a bid,

it becrimes difficult g0 aritain enthusism
fior the appartunity when a sobcitation ges
camoelled without a staied reason.

UNAWARDED CLOSED CONTRACTS

Simoe MFG.com has been sapporting the
CAM program, numenous coneses have
o unavarded for a significast period af
time after the solicitation ciose dase. Three
of the solicisstioms bid on in December wene
stlll not avwarded by the end of the month,
bt plus weeks after the solicitation close
date. To date, nine of the solicitatons bid
o via LiveSoance have vet 1o/ be awarded
Theree of thos: mine Bad close dakes n
Sepeember, After reperted outresch o

the DD, infisrmation comcerming these
solicitations has sl not been provided.

In ghe commencsal space, 95 percent af all
solicitations lead w0 an sward. Tn sddition,
thee comracts ane generally awardid within
firwe business days. To wait more thas three
mdithes for informason oa a comtract ivard
wighonit aery follow wp comnmumicaio 1§
umheard of. That said, the lengshy award
process for Dol solicititions is 2 hurdle
thiat can b cvevoome trough ongoing

o ndcation with e supplier base,
Without eommunscation,, vendors lose
inderest in the proces. In addition, when
Dol solicitations are cancelled withoue
eedback, suppliers are more likely so retarn
b comnercial business with which they are
msare faumiliar and considered mone reliable.

CAM | Connecting Amarican Marufacturing | www Connectingh G com
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PROGRESS REPORT DECEMEER 2012

INCREASED BIDDING

Histoically, many Dol solicitations
had been posted with mo tesponse. It was
fior this reason that the CAM program
was imitiated MFG.com recognized the
problem and in some cases has enabled
a fiour-fold increase in the mamber of
‘bids per solicitation. To date, MFG.com
has enabled 157 total bids and has
increased the vendor pood by 29. Dunng
the December reporting perind, 72
soficifations were closed, 14 percent of
which were bid on LiveSonse.

Coe barder for small tesiness

REPEATED BIDDING

Cmee sogpliers
become gualified,
190UT OF 29  they quickiy find
EUBIRTORERS  comifoet with the
LiveSource system. 1Mot only are the
majority of thess suppliers placing bids
wia LiveSousce, tero-thirds of all bidding
the beginning of the program. Dudng
this reporting peried, 30 percent of the
LiveSource placed bids in

previons months.

MATCHING CAPABILITY &
CAPACITY TO DOD MEEDS

Throwgh LiveSource, MFG.com is
maling the sezrch and bidding process
easier for suppliers. LiveSource mafkes
afl fisted solicitations comgpletely
sezrchable. MFG.com has gome fosther to
categoize solicitations into six relevant
mamufachaning categones. Chalified
suppliers can easily down-select all
BF()s to create a simple list of relevant
salicitations for their capahilities.

C#M | Cannecting Amancan Marwdachuring | weew Conmectinghd G.com

DECEMEER SUCCESSES

Drue to year-end holidays, the mumber of business days m the month of December
decreased, which affected the amount of new bosiness capable of being vndertaken
Even so, MFG.com contioned to increase the momber of quatified vendors taking pant
i the CAM program and MFG.com ensbled 10 bids on nine different solicitations.

INCREASED NUMBER OF SUPPLIERS

Ongoing educational owtreach continnes to increase the mzmber of vendors interested
i the CAM program. December saw the addition of two new vendors suooesshally
completing the registration pracess to bid on solicitations. To date, MFG com has
supported 29 new vendors m the CAM program.

Once ennofled in the program, suppliers are provided nomerows resouaces to help

Beyond the 115, MFG com contineed supplier outreach campaigns for the Canadian
market. This broadened approach to supplier enrofiment shoudd result in forther
mcreases of the qualified supplier base.

"While the mumber of qualified soppliers using the LiveSousce system contimoes fo
grow, it is still a small percentage of the BMFG com user database. Theough contimsed
outreach and costomer education campaigns, there is significant soom for growth m
this azea.

LODKING FORWARD

Moving forward, MFG.com is contimung its supplier outreach campaizgns to increase
the supplier base as well as the number of bids being placed. In addifion, the compamy
‘began tracking additional supplier metrics in order to provide enhanced resourees to
suppliers as well as increased mformation for subsequent program reviews. However,
szues concerming lack of transparency and absence of communication with Dal?
Haisons nmast be addressed if the program is expected to grow

TOTAL SUPPLIERS

Cacembar

""\_'1 MFG.ComM”

" sanetieg bapes bSpaes
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Source: http://www.mfg.com/sites/default/files/CAM-Metrics%20Report-02%20Feb%202013-

v04.pdf

CONNECTING
AMERICAN MANUFACTURING

) MFG

Lanracting Beyen & Jugghen

PROGRESS REPORT FEBRUARY 2013

The Connecting American Manufacturing (GAM) program was putin place to
improve the tools available to U.5. manufacturers in order to increase access
and bidding on DoD solicitations. MFG.com successfully implemented these
capahilities through its online sourcing tool, LiveSource. In addition, the
company continues to add member resources to the CAM website to further
ease entry into the DoD contracting community. However, angoing issues with
communication and solicitation listings comtinue to stunt the growth of what
could otherwise be a very successful program.

In FBUI'I.IBI". WE 1w I new ksue that
ciusad some concarn A new solciiation
Wis posted With & cloes date of March 11,
2013, Howavar, this contract was awarded
10 & foreign supplier well befors the close

datewis reached. The CAN progran was
desigmed to help ncraase the number of U3,
manufichurerswinning Dol contracts. The
Tact that a manufacturing s ollcitation was pre-
awaroedto aforslgn company I a signifcant
ciusa for concarn

AS n previous moeti, kengtin svand
tmelEnes, extending well post solicitigon
chose dares, comtinee 1o be a problem.
Thigh MPG.o0m consSniees i resdh out for
addimonal information, theve is linte, if any,
comminication foom the pelevant paings of
comtact within the Dol Tmues such a3 this
cormtinge 0 frusrae vendors: and afect their
bidding behavics.

RETRACTED SOLIGITATIONS

For the first e since MFGoom's
participation in e CARM program, no new
solicitagions with LiveSource hids were
cancelled. Cromsidering the Frusteation dese
cancellatons have camsed vendors m past
e, this i considered an importst
achievement for the peogram. However,
several ald solicitations with close daes

well over thirty days were cancelled. OF
thase older solicitations, tree wepe canoelled
thast haad bids v the LiveScurce system,

ot of witich had & close dase from fve
it previows. Onoe sgain, the kack of
commnication with Laisons in the Dol
resalbed in & Frustratson with the system that
threatens to become apathy.

UNAWARDED CLOSED CONTRACTS
Simee MFG.corm B been sapporting the
CAM progrim, numerous Comrcs went
undwarded for a sigaificant period of time
after the solicitation cdose due. As of the
emd of February, 29 solicitaions were stll
open mare than thinty dins past their closs
date, imcluding two solicitations bid oa via
LiveSource. One of those solicitations with
& bid i over 90 days past it dise date.

T the oo mercial space, 95 percent of all
solicitations lesd s an swand. In addition,
et comtracts ane penerally awanded
withim five busisess days. 1z is mare o wait
meaee than dwee months Ry infirmagon
o & eomract saard without any follow
up commmencation. As such, the lengsiny
amard process for Dol solictamons is

& hurdle that can be overoome through
CHigaing oommumication with de supplier
e Without communication, vendors ke
insevest in the proces. In addition, when

CAM | Connecting Amarican Maruriacturing | wwew Connectingh¥ G.oom
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Dol solicitations are cancelled withont

feedback, suppliers are more Boely 1o retimm
o0 the commercial business with which shey
are more fumiliar and consider mone reliable.

GAHGELLED BOLIGTATIONS |H FEBRUARY

0 L

Cancelsd 5ol imices &' LimSaes
[T T ———y
-

e LimEmn ok 53+
Diser Al Gl Dol

TOTAL B UPFLIERS QUOTIRG

R BT ST

Mmarbs  Deasbwr sy Ry
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PROGRESS REPORT FEBRUARY 2013

INCREASED BIDDING FEBRUARY SUCCESSES

Historically, many DD solicications wepe In February, MFG.com continued o increxse the nusiber of qualified vendors eaking part
prosted with o pespons, Tt was for this i the CAM program, increased the nmmber of vendors placing bids dusing the month and
pesiaon theat dhe CAM program was mitiated. enabled eleven new bids,

MFG.com recognized the problem and in

soime cases enabled a four-fold isorease in

she umsber of D per solicitnticn Todamw, INCREASED NUMBER OF SUPPLIERS

MFG.com enabled 176 sotal bids and has Chnpoing educational oistresch continues b result in &n ierese in the number of
increased the vendor pood by 34_ Diuring the vendors interested i the CAM program, February sy the sddition of three new vendors
Febriiary reparting pesiod, 11 percent of the sunevesafinlly eompleting the repistration proces b bid on solistitions. To date WFG am
nev salicitations entered it LiveSouce T2 supporied 34 new vendors in the CAM progran.
I Bicks enalbied by MFG.coum.

e eirrlled in the progran, suppliers are provided memeons i i help qualfy
T aid this process, MFG.oom uses s thvem a5 DoD contraciors. MFG.com aggregated and simplified this infirmation io
extengive experience in the manufactering streamline the supplier registragion proocess.
earketplace b provide bid esimates fr
sember supypiliers. This astistance helps Beyomd the U5 MFGeom aontinues supplier outreach campaigns for the Canadias
senall Business manufictures seeking b bid earket. This breadened approach s supplier envollisent should result in Rather iereses i
o DD sodlicitativns trepeome one of the e gualified supplier base.
harelles: thag would otherwise prevent them
From working with the Do, Whilke the nuiber of qualified suppliers wiing the LiveSouree syitem comtinues o grow, it

i% il & sraall peyentage of the MPG oom user dutshase. Through comtinued ouwtresch 2nd
customer education campaigns, there is significant room for growh in this anea.

REPEATED BIDDING
e suppliens become qualified,
they are quickly Rnding ronfore LOOKING FORWARD
‘ with e LiveSoirce system. Mg Rarward, MFG.o00m i comtising (s supplier outreach campaigns io increase
=- Mot ol are the majoriny of tive suprplier base s well &5 the number of bids being placed Tn addition, the company
these suppliers placing bids via wacks addisional supgplier meetrics in osder 1 provide enhanced resources 1o suppliess as
LiveSonires, rwo-thirds of all vl s nereased infirmation for program reviews. However, s concerning lack of
biclding comparies have placed wamsparency, the absence of communications with DD Bsisens, asd delavs in contact
HE  multiple bids simce the beginning awards must be addressed i the program is expected o grow.

'23 g adlea

T OF p]?:dm- B
21 s o i b . TOTAL SUPPLIERS
gppesg Qualified vemdons, pwo placed over |! Now S.ppizs [ Esng Suppicre | “
FVGED  falF of all thee bids subsmitbed via 30 “
HE  LiveSource in Februdry. “ = £l
| EEE
MATCHING CAPABILITY & 26
CAPACITY TO DOD MEEDS 20
Through LiveSource, MFG.com i making
thve search and bidding process easier For 15
suppliers. LiveSousce makes all listed
com went Rartiser o cabegurize solicitations 10
it six relevane monulactsing canegrmie:.
Qualified suppliens can easily down-sehect 5
all RFQs b erease & simphe Bt of relevant
solicitagions for their capabilities. 1 1 1 ]
. Mirvembsar Decamber January February

. . . . . . . _ L e N
CAM | Connacting Amarican Marurdsohuring | weew Cornectingh®F G .com B2E Al MFE.COM
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CONNECTING
AMERICAN MANUFACTURING

PROGRESS REPORT MARCH 2013 T

The Connecting American Manufacturing ( CAM) program was put in place to
improve the tools available to U.3. manufacturers in onder to increase access
and bidding on DoD solicitations. MFz.com successfully implemented these
capahilities through its online sourcing toal, LiveSource. In addition, the
company continues to add member resources to the CAM website to further
gase entry imto the DoD contracting community. Howewver, angoing issues with
communication and solicitation listings comtinue to sturt the growth of what

could otherwise be a very successful program.

LACK OF COMMUNICATION MFG.com has segisterad 34 total in the overwhelming majority of vendors
Since MF G com has been talong part vendors as part of the CAM program. placing muitiple bids as soon as they

in the CAM program, the nature of Of those, 26 have not placed a bid in ‘become registerad members of the CAN
conummnications (of lack thereof) with the last three months and 21 vendors program . However, ease of system use
representatives at the DLA has cansed only placed bids in their frst month cannot replace all comnmmication needs.
cmpoing frustration not onty for the of program membesship. This fack of Participating vendors have repeatedty
team members at MFG.com, but also setention can be atnboted to a fathare stated that the lack of communication
fior vendods. As questions and isswes in comnmmication with the DLA and and the lengthy award timelines hinder
have arizen, MFG._com has contimousty lengthy award timelimes. their ability to do busness with the Do)
reached out to DLA representatives to Withowt the complete support of the

find answers Many of these requoests — VEHDOR DLA, these are hurdles that MFG.com is
bave gone vnanswered. When answers ORI A, RETEHTICH uoable to surmount.
are received, mamy fimes it is much oo 4 e
late to affect a sohrtion.

* MARCH RESULTS
In one case sody, a goestion was 17 &=l With the compound issues conceming
passed along from a registered vendor == comnmmication and lengthy awasd
comCerming a specific solicitation. A timelines, March was a lackinster month
respanse was received six weeks after Pagtstarer mrcion. s droppag catos e bidng ol March saw the addifon of no new
the solicitation was closed and even then S o S cation s an! gy s Hmsie. vendors and ooty one new bid placed.

dido’t prowide an answer to the question.

mmt:ﬁ&?m shuwnlf:?the LiveSource sgﬂ:eill:is UNAWARDED CLOSED CONTRACTS
‘backing out of the program. easy to leamn and use. This can be seen Since MFG.com has been supporting
the CAM propram, msmesous contracts
GAHCELLED BOLICITATIONS IH MARCH hawe gone vnawandad for a significant

CAM | Connecting Amancan Marwdachoring | www ConmectingWFG.com

period of time after the solicitation close

Canceled SoloHations w Canceliod Soloiations Lass -
Mutipls LveEoUrms Hids Thar 2 Doy Batera Closs Daka date. As of the end of March, 26 relevant
salicitations listed in the LiveSounce
sysiem were stiifl open moge than thirty
days past their close date, including two
Carmabed Ecdolrims Mors soficitations with bids. powmmen on Bazk
Than 30 Days Aftar Chosa Dats

96 -Q;}‘_h1FE.L:LIM-
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PROGRESS REPORT MARCH 2013
HTHUED FROM FRO
T e o Mengthy awasd timelces LOOKING FORWARD
could be overcome through ongoing
communication between the DLA Moving forward, MFG.com is contiouing its supplier owtreach campaigns
and the supplier base. As things stand, to increase the supplies base as well as the sumber of bids being placed.
bowever, vendars are losing intecest in In addition, the company tracks additional supplier metrics in ordes to
the process and are feverting 1o theis provide snhanced resources to suppliers. However, issues concerming lack of
mmﬁm@m transpasency, the absence of commuanication with DILA haisons, and delays
sz'ml R in contract awards must be addressed if the program is expected to grow
RETRACTED SOLICITATIONS To truly make the CAM program a success and attract and retain small-
gflg;@,ili-i mmmﬁsmi ‘business manufactrers, DLA representatives must provide more timely
WELE IO fesponses to contract inguiries. Lack of commmaication breeds confosion,
past their close date, inctoding fve that frostration, and, vitimarely, the inss of active vendors.
were mage than 90 days past their close
date One cancelled solicitation had a bid
placed via the LiveSource system and Further, the mymber of retracted solicitations must be reduced. MFG.com
ODc2 AFIIN, O INfrmation concerming representatives have learned that many solicitations are automatically
the cancellation was provided to either generated via inventory control systems. Unfortenately, these systems post
MFG.oom or the bidding vendor. mamufacturing needs that don't realty exist. As a resnlt, many solicitations
garner bids before a3 human intervenses to retract the solicitation. This oaly
HEEEEEEEE adds to the confusion and frustration felt by participating vendors.
22 UUT DFM If these issues can be resolved, the CAM program will be able to flousish.
SLUPPLIERS PLACED MULTIPLE BIDS
GLTES EHABLED BY MFGCOH
MATCHING CAPABILITY & 12
CAPACITY TO DOD MEEDS -
Through LiveSource, MFG.com
comtinmes to make the search and bidding L]
poooess easy for soppliers. LiveSouaoe
‘makes afl ficted solicitations comgletely .
searchable. MF G com has gone forther N
to categofize solicitations into six
felevant manufachsring categories. 2
Quatified suppliers can easity down- i
select all RFQ)s to create a simgple lst of

relevant solicitations for their capabilites.
If the time comes when small-business

wendors feel comfortabie that DA will TOTL SUFPLERE ILUTHE
enable reasonable awasd imelines and.” - ol
or provide cngoing commmmication (e i R R
concerning closed solicitations, U gy NN b
LiveSource has the proven capability to m[
be a viahle digital marketpiace for Dol -
mannfacturing needs. -
10
B
Ly e T Fabrary ! T !

- a c c z T - #
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CONNECTING
AMERICAN MANUFACTURING

PROGRESS REPORT MAY 2013

The Connecting American Manufacturing (CAM) program was put in place

to improve the tools available to LS. manufacturers in order fo increase
access and bidding on DoD solicitations. MFG.com successfully implementad
these capabilities through its onling sourcing tool, LiveSource. In addition, the
company continues to add member resources to the CAM website to further
ease entry into the DoD contracting community. However, ongning issues with
communication and solicitation listings continue to stunt the growth of what
could otherwise be a very successful program.

LACK OF COMMUNICATION MFG.com has registered 34 total MAY RESULTS
Since MFG.com has been taking part wvendors as past of the CAM program. With the compound ismges concerming
in the CAM program, the namre of Of those, 33 have not placed a bid in commumcation and lengthy award
commmumications {or lack thereof) with the 1ast three months and 21 vendors timelines, May contimed the trend of
fepresentatives af the DA has caused only placed bids i thedr first momth Lackduster results. May saw the addition
onening frustration not onty for the of propram membership. This lack of aof no new vendors or new bids placed.
team members at MFG.com, but also retenfion can be attatoted to a fathre
for vendors. As questions and isspes in compimication with the DLA and UNAWARDED CLOSED CONTRACTS
have afisen, MFG com has contimousty lengrhy award timefines. Simce MFG.com has heen supporting the
teached oot to DLA representatives to CAM propram, mimesons contracts have
find answers. Many of these requests Month after month, MFG com has gone unawarded for 3 significant period
have gone unanswered. When answers shown that the LiveSource system s of time after the solicitation close date.
are received, many tmes it is moch too ey o leam and use This can be seen As of the end of May, 19 relevant
late to affect a solutom. in the overwhelming majodty of vendors solicitations listed in the LiveSource
plaring mltiple bids as soon as they system were stifl open more than thisty
In ome case smdy, 2 question was ecome registered members of the CAM days past their close date, incloding two
passed along from a registered vendor program. However, ease of system use solicitations with bids enabied
ConCerning 3 specific solictation. A cannot replace all commmnication needs by MFG.com.
Tespanse was recenved sx weels after Participating vendors have repeatedly
the solicitation was closed and even then stated that the Lack of commmumication The issue of lenethy award timelmes
didn’t prowide an answer to the question and the lanpthy Frasd tmelines hinder could be overcome through ongoing
The atmiost complete lack of client thedr ability to do business with the Dol commmumication between the DLA
seqvace has resnlted In many vendoss ‘Without the complete support of the and the supplier base As things stand,
‘tbackong owt of the program. DILA | these are hordles that MFG.com is however, vendors ate losing infegest in the

unable to surmount.

(CANCELLED SOLNTTATIONS [N RUAT

Cancaiiod Soiicitations Mors
Than 5 Darys Aftor Closs Dot

Cancoliod Soiicitations Lo
Than 53 Darys Belom Closs Date

CAM | Connecting Amarican Memuisoturing | wws ConnactinghdF-Goom

which they consider to be a more reliahie
markat.
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PROGRESS REPORT MAY 2013

RETRACTED SOLICITATIONS

In May, § solicitations were cancelled. LOOKING FORWARD

Of these, & were moge than 30 days

past their close date, incloding 4 that Moving forward, MFG.com is continuing its supplier outreach campaigns

were mage than 90 days past their close to fncrease the supplies base as well as the oumber of bids being placed. In

date. Cne soficitation that was maore addition, the company tracks additional supplier metrics in order to provide

than 90 days ast its close day had enhanced sesources to suppliers.

a id enabled by MFG.com. As has

continmed o be the case, no information

was provided to either the vendos or However, issues concerning lack of transparency, the absence of

MFG.com concerning the reason for the commmnication with DLA liaisons, and delays in contract awarnds omst

cancefation. te addressed if the program is expected to grow: To truly make the CAR
Progam a success and attract and retain small-business mamifactugrers, DLA

MATCHING CAPABILITY & mw&aﬂammmudemmumﬂyr&pmmcmmqmmslaﬂ:

Throuzh LiveSousce, MFG.com e

continues to make the search and hidding

process easy for suppliers. LiveSouace If these issues can be resobved, the CAN program will be able to flousish.

muakes afl tisted solicitations completely

searchable. MFG com has gone forther

o categorize solicitations into six

relevant manofactring categories. OUTES ENABLED BY MFE.COM TOTAL ELFPLIERS OLTIHG

Croatified supplisrs can easity down-

sedert all RFQ)s to create 3 simypde list of B

relevant solicitations for their capabilities.
If the time comes when smal-business
vendors feel comfortable that DLA will
enable reasonable avasd timefines and.
of provide ongoing comuTInication
LiveSource has the proven capability to
be a viahle digital marketpiace for Dol
manufachenng needs.

-

ka

TOTAL SUPPLIERS

22 OUT OF 34 - E-alm QO 0 0

EUPPLIERS PLACED MILTIPLE RIDS
. 20

REPEATED EIDDING m

Even with all fhe hurdles that st EEJ 25

need bo be overcome, LiveSource has

proven to be a viable, easy touse online a

marketplace for mannfactsrers seeling

o work with the Dol Once supplisrs 16

‘become qualified in the CAM program,

they have quickdy fovnd comfiort with the 10

LiveSource system. INot only have the

mjority of fhess suppliers placed bids

wia LiveSource, two-thinds of all bidding

come g s CmCmnlanCnmirs. -
iy

sinpe the beginming of the program. ]
Movember [ecember Janwary  Fabnery  March gl

= 9 2 e " = — I - o
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Reverse Engineering Status Report —June 2013

MEFG.com June 2013 Status Report - Contract # FA8650-12-C-5516

July 11*, 2013

Listing of MFG.com accomplishments against our contract # FA8650-12-C-5516
Date range: June 11" —July 11" 2013

Invoice amount to be submitted: $123,665

Here are our accomplishments for the first month of the extension 2013:

e Attended meeting at DLA to review process for phase two of the project
e Requested 11 parts for bailment process

e Compiled information regarding the bailment feedback process and available parts
e Engaged AMCOM to discuss sole-sourced parts and parts available for reverse

engineering
e Secured reverse engineering equipment
e Engaged 10 suppliers to discuss role in reverse engineering program
e Created announcement for RFQs once parts secured for bidding
e Prepared for multiple meetings with Dr. Kenneth Sullivan
e Created content for Dr. Kenneth Sullivan to use during ESA meeting
o Held a meeting with Tinker ESA to discuss sole-sourced parts and process
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E7

Reverse Engineering Status Report —July 2013

MFG.com July 2013 Status Report - Contract # FA8650-12-C-5516

August 11%, 2013
Listing of MFG.com accomplishments against our contract # FA8650-12-C-5516
Date range: July 11" — August 11" 2013

Invoice amount to be submitted: $29,294

Here are our accomplishments for the first month of the extension 2013:

Made connections with Tinker ESAs to discuss part availability

Reached out to four different San Diego ESAs

Engaged multiple DLA representatives at Richmond and Columbus to identify new parts
for bailment

Reviewed all bailment parts to find which had technical drawings to enable reverse
engineering QC

Processed and followed progress of 18 parts for bailment process

Received bailment approval for 5 parts

Multiple engagements with AMCOM to discuss sole-

sourced parts and parts available for reverse engineering

Secured reverse engineering equipment

Engaged additional suppliers to discuss role in reverse engineering program
Created announcement for RFQs once parts secured for bidding

Prepared for multiple meetings with Dr. Kenneth Sullivan

Created new content for Dr. Kenneth Sullivan to use during ESA meeting
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E8

Reverse Engineering Status Report — August 2013

MFG.com August 2013 Status Report - Contract # FA8650-12-C-5516

September 11", 2013
Listing of MFG.com accomplishments against our contract # FA8650-12-C-5516
Date range: August 11" — September 11" 2013

Invoice amount to be submitted: $29,294
Here are our accomplishments for the first month of the extension 2013:

e Worked with DLA to confirm additional parts to use for reverse engineering process

e Met with Kenneth Sullivan to engage AMCOM in Huntsville on four parts

e Engaged multiple DLA representatives Columbus to identify more parts for bailment

e Processed all the necessary documents for bailment and sent out bailment checks

e Received five parts for reverse engineering

e Worked with Steve Kelly at DLA to process additional sole-source parts

e Began processing the reverse engineering of the five parts received in at MFG.com

e Started releasing parts into the marketplace for quoting to start the sole-source price
comparison review

e Met with Kenneth Sullivan to develop the outline for the final CAM report submission

e Started preparation for final report creation and submission
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Appendix F

F1
Packaging Mil-Spec Cheat Sheet
Source: http://www.mfg.com/sites/default/files/MIL-STD-2073-1D-Pckg-Cheat-Sheet.pdf

F2
Packaging Mil-Spec DoD Original
Source: http://www.mfg.com/sites/default/files/MIL-STD-2073-1D.pdf

F3

American Machinist Article

Title: 3D CAD has become a "must have"

Date: 11/19/07

Source: http://americanmachinist.com/features/3d-cad-has-become-must-have
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